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1850 PURELY MUTUAL 1928 


NATIONAL LIFE INSURANCE COMPANY 


Montpelier, Vermont 


SEVENTY-EIGHTH YEAR 
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$112,647,692 
106,649,156 


Surplus, par basis (Market Value basis, $6,968,737) 5,998,536 
Dividends paid in 1927 3,739,632 
Insurance in force 532,739,407 





Seventy-eight years of constructive mutual policyholders’ service. 


$73,250,800 of new paid-for business issued in 1927, of which 35.94% was on 
the lives of old policyholders. 


Paid to policyholders since organization, $196,992,214, which, with assets to 
their credit, exceeds the premiums received by $25, 430, 565. 














NO NON-MEDICAL, GROUP, OR SUB-STANDARD BUSINESS WRITTEN 


Membership in this company demands evidence that the physical condition of the applicant is substantially on an equaiity 
with the condition of existing members at the time they were admitted. Any departure from this practice jeopardizes the equity of 
membership and is a discrimination against existing members. Medical examination is a distinct advantage to the applicant in the 
interests of his continued good health. 
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A Complete Statement will be sent on request 
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Pan-American Service Includes 


Educational Course 

Individual Sales Planning 

Aid in Organization and Business Building 

Unexcelled Policies—Life, Group, Accident and 
Health 


We have a few General Agency openings for men not 
presently attached. , 


Address 


E. G. Simmons, Vice-President and General Manager 


Pan-American Life Insurance Co. 
NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 
































We have something to offer in the way 
of a general agency that is very attractive to 
find with an old, conservative life company. 
It will pay anyone interested to investigate. 
All communications confidential. 
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Our Story: 
The 


Preferred Accident 


Insurance Company 
OF NEW YORK 
KIMBALL C. ATWOOD, Pres. 
80 Maiden Lane, New York 
Has pleased its Agents and Policyholders and steadily 
grown in financial solidity and in prestige for 40 years. 


We write Accident—Health—Auto Liability and 
Property Damage and Burglary Insurance. 


All Agency contracts are direct with the Home Office. 


Assets exceed $11,000,000—Surplus to policyholders 
$5,558,398. 


We have some territory open that may interest you. 
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Some Problems 


of Longevity 


An Aid to Individual and Public Health 


A Broad and Absorbing Review of Factors Af- 
fecting Health and Length of Life 


By Frederick L. Hoffman, LL. D. 


Consulting Statistician The Prudential Insurance 
Company of America 





The scope of this valuable work is shown 
by its chapter titles: 
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Lingering Leprosy 
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The Increasing Menace of Cancer 
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No Diphtheria 

Smallpox and Vaccination 
What is Hodgkin’s Disease? 
What is Addison’s Disease? 
Sunlight and Health 

The Human Constitution 

The Price of Health in Industry 
Long Life in the Army 

Health and Long Life in the Navy 
Living Underground 

Americans in Liberia 

Health Progress of East Africa 
Living in the Arctic 

The Rockefeller Foundation 
America’s Bloody Trail 

Tired of Life 

Disease Inheritance 


PRICE, $6 
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INTERNATIONAL LIFE 
TANGLE 


Commissioners Would Reinsure Com- 
pany But Move Is Blocked 


EFFORT TO REHABILITATE FUTILE 


Famous Statement of Commissioner 
Charles R. Detrick Forced by Pecu- 
liar Provision of Missouri Law 
Remarkable and almost unbelievable 
closures continue to attend the examination into 
the affairs of Roy C. Toombs, president of the 
International Life Insurance Company, and Chi- 
cago financier. So tangled were his transac- 
tions that the evidence could not be unravelled 
in time to hold him when arrested August 11 
and he was subsequently released. Officials 
eventually established several facts concerning 
which sufficient evidence to warrant his being 
held was available and at this writing efforts 
are being made to rearrest him and bring him 


dis- 


to St. Louis to answer the charges. 

Mr. Toombs continues, through his counsel, 
to insist that he can produce the missing $3,500,- 
000 of International Life assets, and that the 
affairs of his investment house in Chicago, the 
Toombs-Daily Company, are in order, 
although that concern was placed in the hands 
of a receiver last week. Meantime he has re- 
signed the presidency of the State Bank and 
Trust Company, of Downer’s Grove, III. 

Probably the full facts of the story are still 
unavailable. Action has been so fast as to 
make it impossible to properly judge the situa- 
tion as yet and many important details remain 
to be cleared up before final judgment can be 
made. 

The fate of the International Life Insurance 
Company, since it was thrown into receiver- 
ship by the hasty action of Massey Wilson, is 
The examining Insurance Com- 


good 


still unknown. 
missioners have formally approved a contract 
of reinsurance offered by the Missouri State 
Life Insurance Company, and it is understood 
that the stockholders of the International have 
informally expressed approval, formal action 
being impossible due to the Federal injunction 
against a stockholders meeting. The assets of 
the company are jointly in charge of the Fed- 
eral and State receivers under an agreement 
which holds until it can be established which 
receivership has jurisdiction. 

The original offer of the Missouri State 
amounted to over $100 a share, to be paid 
over a period of ten years. Subsequent devel- 
opments will reduce this price considerably and 
it is understood that, as increasing liabilities are 
discovered and the effects of the receivership 
become apparent, the figures upon which the 
original offer was made will have to be mate- 


(Concluded on page 8) 
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PHILADELPHIA COMBINE 


Several Large Agencies May Unite in 
One Organization 


OVERHEAD SAVING IS FACTOR 


Meetings Held Indicate Two Plans Are Un- 
der Consideration—$10,000,000 in 
Premiums Involved 


PHILADELPHIA, PENNA., August 20.—Some- 
time within the next few weeks a group of 
men representing eight of the largest agencies in 
Philadelphia will meet and, it is expected, agree 
on a plan which may mean a merger of the of- 
fices into one of the largest agencies in the 
country. 

The acquisition cost, a matter of grave con- 
cern to insurance offices throughout the country, 
is the main factor back of the proposed plan. A 
member of one of the largest and oldest offices 
in this city declares that while the premium 
volume of his office is very large, the profits 
cannot even be seen with a magnifying glass 
and that unless something is done soon, the 
agency may be forced to the wall. 

The plan adopted by some life offices of pay- 
ing agents a straight salary is frowned on here, 
general agents declaring that it takes away the 
incentive from the agent and removes insurance 
as a profession and simply turns it into another 
business. 

Several weeks ago, William A. Clarke, whose 
main business is that of a mortgage broker but 
whose fire premiums run somewhere around 
$135,000 a year, discovered that the overhead 
was eating up most of his profits. He gave 
a luncheon at the Racquet Club and invited rep- 
resentatives of seven other agencies. At the 
luncheon he broached the suggestion of the pool- 
ing by the group of the overhead so that all of 
the agencies would make money. The sugges- 
tion met with Since then, two other 
meetings have been held. Vacations caused a 
postponement of the fourth meeting until the 
early part of September. At that session, it 
is expected, one of the four plans under con- 
sideration will be adopted. 

Of the four plans, two are being given the 
most consideration and one of the two will most 
likely be adopted. Those two are: 

First—The creation of one central agency 
which will do all the policy writing. This plan 
calls for each agency to retain its own identity 
but calls on them to give up their agency con- 
tracts with the various companies. In short, 
each agency in the group would become merely 
brokers placing their business with the central 
agency and sharing in the profits of the central 
agency, which would bear all the acquisition 
expenses. It would mean a sort of London 
Lloyds, except that the risks would be carried 

(Concluded on page 15) 


3 


favor. 


COMPENSATION EXPENSE 
DECISION DELAYED 


Michigan Anti-Discrimination Com- 
mission Continues Hearings Un- 
til September 


$10 CONSTANT IS BONE OF CON- 
TENTION 


Stock and Mutual Carriers Arguing for and 
Against Adoption—Risks Under $300 
Affected 


Lansinc, Micu., August 21.—Decision in re- 
gard to whether the National Council on Com- 
pensation Insurance shall be permitted to file 
the $10 expense constant in Michigan is to wait 
submission of further information at a later 
session of the hearing before the State’s Anti- 
Discrimination Commission, it was disclosed 
when the hearing was started last week before 
the Commission. 

After representatives of both stock and mu- 
tual compensation carriers had presented argu- 
ments and statistical data to back their re- 
spective positions, the hearing was continued un- 
til the first week in September and both sides 
to the controversy were instructed to file briefs 
with the Commission in the interim, setting 
forth specifically and in detail their cases for 
and against the expense constant. 

The Anti-Discrimination Commission, which 
is composed of Commissioner Charles D. Liv- 
ingston of the insurance department, Commis- 
sioner Rudolph E. Reichert of the banking de- 
partment, and Wilber M. Brucker, attorney- 
general, was given the problem of settling the 
status of the expense constant in this State after 
Commissioner Livingston had refused to allow 
Clarence W. Hobbs, special representative to 
the National Council of the Commissioners’ 
Convention, to file that portion of the revised 
compensation schedule when he visited Michi- 
gan recently in the interests of the modified 
rates. Commissioner Livingston demanded sta- 
tistical proof of the necessity for the expense 
constant which he deemed possible discrimina- 
tion which should be placed before the Anti-Dis- 
crimination Commission. The hearing was ac- 
cordingly scheduled. 

Strong opposition to the expense constant, 
which would affect all risks in which the pre- 
mium does not exceed $300, was offered on be- 
half of the mutual compensation carriers by 
Harold P. Janisch, general manager of the 
American Mutual Alliance, and Walter E. Otto, 
secretary-treasurer of the Michigan Mutual Lia- 
bility Company, Detroit, Michigan’s leading mu- 
tual compensation underwriting organization. 
The revised schedules as a whole, including the 
$10 expense constant, would greatly aid the stock 
carriers, it was maintained, inasmuch as they 

(Concluded on page 21) 
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ALPH H. RICE, president of the National 

Fidelity Life Insurance Company of Kan- 
sas City, Mo., accompanied by Ralph, Jr., who 
graduated from University of Pennsylvania in 
June, has just returned from an extended trip 
to Europe. Much of his time was spent in 
studying the methods and practices of life in- 
surance companies in England and on the Con- 
tinent. 

Mr. Rice found them very different from our 
American companies in many respects. Because 
of the size of some of the countries they do not, 
of necessity confine their writing or their in- 
vestments to the country in which their parent 
office is located. In some instances their activi- 
ties embrace the world. As a result the com- 
panies are well acquainted with world conditions 
and world problems. One company in Switzer- 
land, because of its large field of operations, 
has to reckon in 84 different currencies. This 
same idea of world operation is also carried out 
to some extent in fire and marine lines. Of the 
different countries, possibly England takes the 
lead in world-wide operations. 

It seems that the foreign companies are more 
bound by tradition than American companies. 
That is, if they have been doing some particular 
thing one way for a number of years they are 
slower than we to change. They seem to follow 
a rule which apparently would tend to retard 
progress. They are unexcelled, however, for 
thoroughness. 


R. RICE found rebating and twisting prev- 

alent. He believes conditions in this re- 
spect to be as bad as they were in this country 
some twenty or twenty-five years ago. 

One of the general managers of a large insur- 
ance company in France, who knows conditions 
of life insurance practices in the United States, 
made the statement that American policyholders 
were more fortunate than any other group of 
policyholders in the world. The policyholder 
abroad receives only the advice of a part-time 
agent. (The “agent” in Europe usually averages 
four or five policies a year. His regular live- 
lihood is acquired in some other field of work, 
insurance selling being considered a side line.) 
European policyholders pay a higher rate. and 
the benefits offered are less than in the United 
States. On the other hand, the European com- 
panies are to be greatly envied concerning their 
lapse ratio, which is most favorable. 

The officials of ghe various companies were 
very gracious and cordial and seemed more than 
anxious to answer questions and to give every 
type of information desired. Mr. Rice is of the 
opinion that although we might be able to teach 
them something abont some phases of the insur- 
ance business, we certainly could teach them 
nothing about all-around courtesy and_ hos- 
pitality. 

Mr. Rice visited in England, France, Germany, 
Holland, Switzerland and Italy. 


ES Sir, insurance interest in aviation and 
its possibilities as a policy market is pick- 
ing up! For many long years this column has 
been a John the Baptist crying the gospel of 
aviation and aviation insurance and now it be- 
gins to look as if I will live to see the day 
when all insurance companies, to a greater or 
less degree, will in some way have a finger in 
aviation underwriting. It’s not often that a 
prophet is permitted the fulfillment of his 
prophecy, vet my hopes are high. 
ci od * 
earn I left wartime flying service for 
the pursuits of peace, I, like many other 
pilots, was no little disgusted with the attitude 
of the American pubfic toward aviation. It 
took a Lindbergh to rouse the people from their 
apathy and it appeared to need more than that 
to spur on some insurance companies. Once 
burnt, they were like children and thereafter 
feared the flame. Public demand has overcome 
the scruples and at last the business is beginning 
to come into its own. 
x ok Ok 
| pean have been some interesting devel- 
opments, aviation insurancewise, during the 
past week. Barber & Baldwin, pioneer aviation 
underwriters, have offered a purse and trophy 
for “safe and sane” flying. Spencer Welton, 
president of the New York Indemnity, is using 
the aeroplane to expedite his circumlocomotion 
of agencies between his home office city and the 
Pacific Coast. The Pacific Indemnity Company 
of Los Angeles has begun the writing of avia- 
tion casualty lines and is said to be seeking 
affiliation with a fire insurance carrier for the 
purpose of writing full-coverage aviation insur- 
ance. The United States Aircraft Insurance 
Group held a meeting to consider the text of 
aircraft risk policies it will issue through the 
United States Aviation Underwriters, of which 
David Beebe is president, with offices at 80 John 
street. New York city. Bebe Daniels, motion 
picture star, made a transcontinental flight from 
Los Angeles to New York in a Douglas biplane 
flown by a pilot of the Western Air Express. 
During the flight she was insured against acci- 
dents for $30,000, the coverage being placed 
through Barber & Baldwin in the Independence 
Indemnity Company of Philadelphia. Sure 
thing, business is picking up! 
* Ok Ok 
ERE is one suggestion I think the insur- 
ance companies should adopt with regard 
to aeroplanes: the National Bureau of Casualty 
and Surety Underwriters, or some such organ- 
ization, should be used as a clearing house of 
aircraft information. ’Planes should be regis- 
tered, their insurance records kept, data on 
losses, routes, flying hours, pilots, etc., should 
be available and all details tending toward the 
utmost in insurance knowledge should be at 
hand. A great many difficulties, which arose in 
connection with automobiles and which may well 
arise with regard to aeroplanes, would thus be 
eliminated. 
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WRITER in the Saturday Evening Post 
recently compiled an interesting article on 
the birthplaces of famous “New Yorkers.” His 
list proved that most of the Broadway wits, 
actors, literary lights and restaurateurs, were 
born in the hinterlands. If one were to make 
a similar investigation of the stars in the New 
York fire insurance firmament, however, one 
would find that a number of “local boys have 
made good.” 
x ok x 
F course I know that Hart Darlington, 
president of the Eagle Fire Insurance Com- 
pany, was born in Muscoda, Wis., Charles W. 
Higley, president of the Hanover Fire, in Cedar 
Rapids, Ia., and Wilfred Kurth, vice-president 
of the Home, in New Britain, Conn. But on 
the other hand, Ernest Sturm, chairman of the 
board of the America Fore companies, was born, 
bred and achieved success right in little old New 
York. His associate, Paul L. Haid, president of 
the Continental, was born “up the river” a piece 
in Newburgh, while Vice-President Wm. Quaid 
(don’t get them mixed now) first opened his 
eyes in New Castle, Penna. The Globe and Rut- 
gers Fire Insurance Company of New York 
never had to go very far for talent, its president, 
FE. C. Jameson, though a native of Somerville, 
N. J., received his education and early bus:ness 
training in the metropolis, and Lyman Candee, 
vice-president, and A. H. Witthohn, secretary, 
are both native New Yorkers. The latter, to 
be exact, was born in Brooklyn. You have to 
be very careful about these matters because in 
the borough across the bridge they shoot men 
for saying that a famous Brooklyn Boy was 
born in New York. 
a 
AH, these Brooklyn Boys, you can’t keep 
keep them down! R. A. Corroon, who 
brought fire insurance back to Brooklyn by or- 
ganizing the Brooklyn Fire Insurance Company, 
was boosting his home town by so doing. And 
there are legions more from the City of 
Churches who have made their mark in the fire 
insurance business. Robert Van Iderstine, presi- 
dent of the Guardian Assurance, and William H. 
McGee, president of the Transportation Insur- 
ance Company, are among them. The late presi- 
dent of the Great American Insurance Company, 
Charles G. Smith, was a native of Brooklyn. 
a ae 


HE above men are all executives of fire com- 

panies domiciled in New York city. They 
belie the legend to the effect that if you scratch 
a successful New Yorker you find a native 
son of Gopher Prairie. 

* ok x 

OR the sake of these paragraphs, it is too 

bad that Fred J. Breen left New York 
fire insurance circles to become the secretary 
of the National Union Fire of Pittsburgh. Mr. 
Breen has the ideal birthplace for the epic of 
the country boy who conquered New York. Be- 
lieve it or not, he was born in Hicksville, L. I. 
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JAMES A. BEHA ANSWERS THE 
AGENTS’ ASSOCIATION 


ve some months now the decisions 
relative to certain proposals of the 
New York Insurance Department con- 
cerning changes in Section 97 and allied 
sections of the New York insurance law 
have been quiet. Following several 
sessions with actuaries of interested life 
insurance companies Superintendent of 
Insurance James A. Beha was able to 
report that a draft of the proposals had 
been drawn up which was entirely satis- 
factory to the committee which had been 
studying the situation and to the com- 
panies doing business in New York. How- 
ever for many years the New York State 
Association of Life Underwriters, to- 
gether with the several local bodies which 
comprise its membership, has actively 
opposed any change whatsoever in Sec- 
tion 97 and upon word that changes had 
been proposed, strongly reiterated this 
opposition. 
which the agents presented a very lengthy 
brief, in which were included statements 
made by leading actuaries at various 
times in their careers in opposition to the 
American Men Table of Mortality, the 
permissive use of which is one of the 
main features of the proposed changes. 
It was later shown that many of these 
statements were made many years ago 
and that the actuaries who had made 
them had since changed their views. 
Other extracts were disassociated from 
their contexts so that a meaning varying 


A hearing was granted, at 





widely from the intent of the author was 
placed upon them. 

Last week Commissioner Beha wrote 
to the Association a letter presented else- 
where in this issue in which he deprecated 
the opposition and with which he en- 
closed a detailed brief answering that of 
the Association. His brief is conclusive 
and brings out clearly the need of the 
proposed changes, not only to check the 
strong competitive tendencies under the 
present system, but also to provide a basis 
for computing rates more in line with 
present mortality rates than is the Ameri- 
can Experience Table of Mortality. The 
agents of New York State seem to have 
placed themselves in the position of being 
so highly reactionary as to oppose any 
change at all, without making any attempt 
to analyze the situation or to discover 
whether the proposals would benefit or 
injure them. They are satisfied with 
things as they are and propose to fight 
for a continuance of present conditions 
without regard to the need for moderniza- 
tion. If the New York State Life Under- 
writers’ Association can-find sound and 
specific objections to the proposed 
changes, it will unquestionably find listen- 
ers, but so long as that body has no 
better argument to offer than that the 
present laws have proved satisfactory 
and therefore a change is unnecessary 
and dangerous, it can only be regarded as 
an impediment to progress. 





FRAUDULENT AUTO CLAIMS IN 
MASSACHUSETTS 


HE probable increase in the auto- 
mobile liability insurance rates in 
Massachusetts next year, under operation 
of the compulsory law there, is based on 
the figures for 1927 which show abnormal 
losses. It’s an odd situation in the Bay 
State. The people allowed compulsory 
automobile liability insurance to be placed 
on the statute books. Then the operation 
of the law was such that rate increases 
are almost unavoidable and now the 
public is blaming the insurance commis- 
sioner, the insurance companies and in- 
surance agents for the proposed higher 
rates. It never seems to occur to the 
public that by permitting a compulsory 
law of this nature, its members them- 
selves created the conditions that appear 
to necessitate larger premiums. 
Another aspect of the problem is that 
under a compulsory law there is addi- 


5 


tional opportunity for organized fraud 
all along the line, to say nothing of petty 
graft and its accompanying minor vicious- 
ness. The old ring of doctor, lawyer and 
claimant, which has made the workmen’s 
compensation business a sore spot, is 
apparently not neglecting the door to easy 
money which was opened by compulsory 
automobile insurance. 


Insurance Commissioner Wesley E. 
Monk, of Massachusetts, has been hold- 
ing conferences with Attorney General 
Warner, of the same State, with a. view 
to finding some method of weeding out 
the fraudulent claims from the honest 
ones and subsequently punishing offend- 
ers. We suggest that Massachusetts do 
as New York, at the instigation of THE 
Spectator, has done, and appoint a judi- 
cial referee to whom complaints against 
questionable lawyers could be brought 
for prompt hearing and investigation 
followed by indictment if justified. 


There is no reason why not a few 
lawyers and alleged doctors should be 
suffered to continue their bloodsucking 
tactics on the monetary veins of insur- 
ance. In the long run, it is the public 
that loses and once its members realize 
that fact, aroused opinion will bring 
action. The insurance companies can 
help tremendously by exposing such of 
the legal fraternity as are known to be 
“shady” and by the exchange of such in- 
formation among themselves as may tend 
to reveal peculiarities in losses and claims, 
Prosecution is, of course, up to the 
authorities. 





OSSES by fire in the United States 
and Canada for the month of July, 
1928, according to the records of the 
Journal of Commerce, totaled $17,106,- 
400. That is an increase of about $6,000,- 
ooo over the loss figure for the previ- 
ous month, but is a very gratifying reduc- 
tion as compared to the losses for the 
first five months of the year which ranged 
from $43,260,800 for January to $23,- 
202,000 for May. It is also over $7,000,- 
000 less than for July, 1927, and $14,617,- 
ooo less than for that month two years 
ago. The aggregate losses by fire of the 
first seven months of this year are $192,- 
155,200 as against $201,160,0000 for the 
same months of last year and $260,609,- 
100 in 1926. 
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K. A. LUTHER CAMPAIGN 
Etna Life Write Nearly $90,000,000 in 

Two Months Honoring Vice-President 

The K. A. Luther Testimonial Campaign con- 
ducted by the A=tna Life Insurance Company 
of Hartford during May and June proved the 
most successful in which the A‘tna has partic!- 
pated. The aim of the campaign, $75,000,000 
of new paid business, was exceeded by $14,- 
593,665, it was announced last week by W. R. 
Harper, general agent for the A:tna at Phila- 
delphia, and chairman of the general agents’ ad- 
visory council, which planned and directed the 
campaign. He also announced that fifty of the 
company’s general agencies exceeded their 8000- 
point quotas in the campaign, many of them by 
wide margins. 

The Robinson and Robinson General Agency 
at Wilkes-Barre, Penna., reported the high 
pointage of 15.076. Second place went to the 
N. E. Degen General Agency at Pittsburgh, 
with a total of 14,233. The following passed 
the 10,000 mark: L. D. Klous, Utica, 13,106; 
H. B. Alexander, Nashville, 12,814; W. G. 
Harris, Dallas, 12,614; Dunlop & Myers, Rich- 
mond, 12,370: Ford & Blosser, Toledo, 12,251; 
H. E. Sorensen, Omaha, 12,176; T. C. Holli- 
day, El Paso, 12,079; Edwards & Baker, De- 
troit, 12,016; F. C. Zart, Cincinnati, 12,002; J. 
S. Smith, Houston, 11,926; J. A. Bassford, 
Grand Rapids, 11,584; R. P. Baird, Albany, 
11,262; A. E. Mielenz, Milwaukee, 10,787; W. 
F. Upshaw, Raleigh, 10,778; A. L. McKnight, 
St. Louis, 10,765; J. A. Wood, Oklahoma City, 
10,727; Chapman & Chapman, Cleveland, 10,- 
447; J. S. Edwards, Denver, 10,172; O. B. 
Herrick, Syracuse, 10,122; H. W. Smith, Buf- 
falo, 10,084; A. C. Miller, Des Moines, 10,080. 

The R. H. Keffer, general agency at 100 Wil- 
liam street, New York, was the leader in the 
amount of insurance, producing $8,175,500 of 
new business. Second and third places were 
held respectively by the S. T. Whatley General 
Agency at Chicago and the W. R. Harper Gen- 
eral Agency at Philadelphia. 


Mutual Trust Life Agency Meeting 

The second annual convention of the Old 
Faithful Club of the Mutual Trust Life Insur- 
ance Company of Chicago will be held August 
28, 29, 30 and 31 at Bemidji, Minn. The mem- 
bers of the club are those agents of the Mutual 
Trust Life who have at least $3500 in paid pre- 
miums to their credit during the calendar year. 

The members will leave Chicago by special 
train on August 27 and the convention will open 
with a luncheon the next day at the Birchmont 
Beach Hotel on Lake Bemidji. The v:ce-presi- 
dent of the company, Cari A. Peterson, will 
give an address of welcome and officers of the 
club will speak. The first business session will 
be held the following morning. A second busi- 
ness session will be held Thursday morning, 
August 30 and on Friday morning the annual 
meeting of the Organization Club, made up 
entirely of general agents and managers, will 
be held. The afternoons of each day of the 
convention will be devoted to entertainment. 
The annual banquet will be held Thursday eve- 
ning, 


ACACIA MUTUAL CLUB A SUCCESS 

Policyholders Find Service Perfect—Near- 
ness to Union Station a Factor 

Some time ago THE Spectator commented 
upon the fact that a feature of the splendid new 
home office building of the Acacia Mutual Life 
Association on Indiana avenue, Washington, D. 
C., was to be the club headquarters maintained 
there for the holders of policies in the company. 
A spacious lounge, writing, card and shower 
rooms, all perfectly appointed, were provided. 

That the policyholders of the company appre- 
ciate this is shown by the fact that within three 
weeks after the club was opened approximately 
30,000 policyolders replied to the notice sent out 
by the company and made application for mem- 
bership. 


The fact that the Acacia building is near the 
Union Station makes it convenient for traveling 
Acacians to stop there even though they are in 
Washington but a few hours. There are no 
dues or fees and the club’s services and privi- 
leges are freely extended, upon request, to the 
families or friends of members. 

President William Montgomery of the Aca- 
cia says that the club is an experiment and that . 
the company thought a long time before it act- 
ually decided to set aside and furnish a gener- 
ous portion of the ground floor of the new build- 
ing for such an experiment, but that the man- 
ner in which the club had been received and 
the worth-while service it is daily rendering 
have quite convinced the company of the logic 
of the action. 








STRENGTH OF 
COBRALTAR 











Natural Expansion 


Life insurance men readily recognize this term. 
It describes the steady increase of life insur- 
ance sales, year after year. 


No matter what trend other com- 
modities may take—up or down— 
there is a constant demand by the 
nation’s providers for adequate life 
insurance protection. 


This means business is being writ- 
ten by those salesmen who are alive 
to the truth. 


The Prudential’s low net cost 
policies provide for every life 
insurance requirement. 


The Prudential 
Insurance Company of America 
Epwarp D. DuFFIELD, President 
Home Office, Newark, New Jersey 


























August 23, 1928 


THE SPECTATOR 














LIFE INSURANCE 





DEFENDS CHANGE IN 
SECTION 97 


James A. Beha Answers Brief of Life 
Underwriters 


AGENTS’ INTERESTS CONSERVED 


Superintendent Unable to Understand Op- 
position in View of Actuarial Support 
James A. Beha, Superintendent of Insurance 

of the State of New York, in connection with 

a memorandum regarding the proposed amend- 

ments to Section 97 and related sections of the 

T y 
New York Insurance Law has sent the follow- 
ing letter to the local Life Underwriters Asso- 
ciations of New York State: 

To the Local Life Underwriters Associations in New 
York State: 

Re: Proposed Amendments to Section 97 and Re- 
lated Sections of the New York Insurance Law. 

On March 14, 1928, I forwarded to the president 
of each local life underwriters’ association in this State 
a copy of my circular letter of that date together with 
copies of the draft of proposed amendments to Section 
97 and other sections of the New York In- 
surance These originated in this 
department and were modified as a result of confer- 
ences with a committee of company actuaries appointed 
by this department, and of a public hearing on Feb- 
ruary 24, 1928, to which all authorized life companies 


several 


Law. amendments 


were invited to send representatives. A hearing was 
held on the proposed amendments on April 12, 1928, 
in the Assembly Chamber, State Capitol, Albany, N. Y., 
for the special benefit of the life underwriters. 

The life State should not be 
led into opposition to the proposed amendments unless 
they are firmly convinced that the proposed changes are 
not for the best interests of the business and of the 


underwriters of this 


public generally. 

It would be a matter of no little concern if the un- 
derwriters should unfortunately be placed in the posi- 
tion of opposing legislation formulated for the benefit 
of the life insurance business and of the puble gen- 
erally and, which, at the same time, would do no harm 
to the life underwriters but would benefit them in the 
long run. 

Accordingly, I have 
the information of the life underwriters of this State, 
a copy of which I am enclosing. The distribution of 
this memorandum to the life 
delayed by me in the hope that the underwriters’ com- 
mittee would come to an agreement with the depart- 
Such an agreement 


prepared a memorandum for 


underwriters has been 


ment on the proposed amendments. 
has failed to materialize from our conferences with the 
underwriters’ committee on May 23, June 19 and July 
25, 1928, as evidenced by the attached copy of letter 
of July 12, 1928, signed by Mr. Julian S. Myrick, 
president, New York State Life Underwriters Associa- 
tion, 

I hereby request that the enclosed memorandum be 
brought to the attention of all the members of your 
association and to all other life underwriters so far as 
possible. Additional copies of this memorandum will 
be furnished upon request. 

Yours very truly, 
James A. Bena, Superintendent of Insurance. 

August 14, 1928. 

In his memorandum Mr. Beha refers to the 
various hearings on the proposed amendments 
with particular reference to the printed brief 
of the Life Underwriters’ committee submitted 
at the hearing on April 12. 

He says that in proposing any amendment 


to the law the welfare of the insuring public 
must be given primary consideration, for the in- 
surance business exists by and for the policy- 
holders. - 

The public, he says, has a high degree of 
confidence in the life insurance business at the 
present times and that it is the aim and purpose 
of the Insurance Department of New York 
State to aid in every legitimate way in main- 
taining such confidence, to curb the tendencies 
which at the present time threaten to upset com- 
petitive conditions, to stabilize the business and 
to keep it on the same high plane in the future. 

He says that the department has given years 
of study to the problems which have arisen in 
connection with Section 97—which deals with 
expense limitations—and in recent months has 
been aided by a special committee of five com- 
pany actuaries and that a number of conferences 
and public hearings have been held on the pro- 
posed amendments. In 1925, he says, the New 
York State Underwriters Association and eight 
local life underwriters’ associations in the State 
adopted resolutions opposing any amendments 
to Section 97, but that such action was taken 
before the insurance department knew to what 
conclusions its study would lead and over two 
years before the department finally formulated 
the proposed amendment. The Armstrong in- 
vestigation, he says, produced sections 97 and 
96 with their limitations on expenses and on 
total business written, and have undoubtedly been 
the outstanding factors in stabilizing the life in- 
surance business in this country and keeping it 
upon a high plane during the past 22 years. 

No CHANGE IN PRINCIPLE 

He poimts out that the fundamental and most 
important principal of Section 97 is the limita- 
tion of acquisition expenses and that the printed 
brief of the Underwriters’ committee is mislead- 
ing in so far as it gives the impression that the 
measure of acquisition expenses is the funda- 
mental principle of the law. The proposed 
amendment, he says, would change the measure 
of first year expenses but would not change the 
fundamental principle that acquisition expenses 
should be regulated. “They not only preserve 
but actually strengthen the fundamental prin- 
ciple and purpose of the section.” 

He holds that the proposed amendments do 
not involve radical changes in the law and that 
the principal changes would be the bringing of 
certain additional forms of acquisition expenses 
specifically under control of the law and sub- 
stituting a more equitable and fair measure for 
the present measuring rod of first year expenses 
consisting of loading plus assumed mortality 
gains—based on a mortality table and an arbi- 
trary assumption which do not represent even 
approximately the experience of the companies. 

Changes have been made in sections 96 and 
97 from time to time since 1906, when the law 
was enacted, and Mr. Beha asserts that amend- 

(Concluded on page 34) 
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JOINS PENN MUTUAL 


Dr. John A. Stevenson to Manage 
Home Office Agency 


IS NOTED EDUCATOR 


Resignation as Second Vice-President of 
Equitable Life Caused Big Surprise 

PHILADELPHIA, PENNA., August 20.—Follow- 
ing the announcement made late last week of 
the resignation of Dr. John A. Stevenson as 
second vice-president of the Equitable Life As- 
surance Society of the United States, comes an- 
other to the effect that he has accepted manage- 
ment of the $25,000,000 home office agency of 
the Penn Mutual Life Insurance Company, of 
Philadelphia, and will take charge on Octo- 
ber 1. 

In making the announcement Vice-President 
Hugh D. Hart, says: 


In announcing Dr. Ste,enson’s coming to the 
Penn Mutual to head our home office agency 
and to extend to our entire field force the bene- 
fits of his life insurance sales eng:neering 
genius, we feel that a new era of accomplish- 
ment is being initiated in our company. Dr. 
Stevenson is accepted to-day as an institution 
in. American life insurance. His books and ad- 
dresses on various practical aspects of life in- 
surance selling have had so wide and construc- 
tive an effect on underwriting trends that he 
has become virtually the founder of the new 
school of life insurance sales methods. His 
monumental work in the specialized field of life 
insurance training and education, both at Car- 
negie Institute of Technology at Pittsburgh, 
and later in charge of the sales training and 
promotion of the Equitable Life of New York, 
has exerted a permanent influence on home of- 
fice thought on the subject of training, and on 
field standards, methods and ideals. 

When I came with the Penn Mutual I deter- 
mined that we were going to build in our home 
city of Philadelphia an agency that would meas- 
ure up to the prestige of the company, and, at 
the same time, an agency which in size would 
become one of the largest, if not actually the 
largest, life insurance agency in America. I 
was happy to find that President Law shared 
the same ambition. The problem, then, was to 
find the man who could accomplish this great 
feat. Our home office agency is at present a 
twenty-five million dollar organization, and with 
Dr. Stevenson’s brill‘ant leadersh.p assured, we 
feel confident that it will expand in the next 
few years into proportions that will set new 
frontiers of accomplishment in agency building 
and agency management. 

Clarence K. Schonck will continue as super- 
intendent of our home office agency, a position 
which he has ably occupied for many years. 

Is Notep WRITER 

Dr. Stevenson, in collaboration with Griffin 
Lovelace, is the author of several life insurance 
books, for agents’ use, that have wide circula- 
They form a part of Harper's Life In- 


tion. 
surance Library. He has also written 
five major books dealing with life insur- 


ance selling, and one cf them, “Selling Life In- 
surance,” has had one of the largest sales of 
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any business book in America. “Constructive 
Salesmanship” was a volume dealing with gen- 
eral salesmanship. 

Life underwriters’ associations all over the 
country have repeatedly listened to Dr. Steven- 
son at their dinners and meetings, and his voice 
has been heard before the great audiences of 
conventions of the National Association—he is 
one of the speakers at this year’s meeting in 
Detroit. 


Dr. STEVENSON’s CAREER 
A brief biography, taken from “Who’s Who,” 
relates that Dr. Stevenson was born in Illinois 
of 1886. Graduated from the Cobden, IIl., high 
school in 1902, and from the Southern Illinois 
Normal University in 1905. He took his A.B. 
at Ewing College in 1908, his A.M. from the 
University of Wisconsin in 1912, his Ph.D. 
from the University of Illinois in 1918. As- 
sistant Principal, Nashville, Ill. High School, 
1905-6; Principal, 1906-7; Principal, Olney, IIl., 
High School, 1907-11. Lecturer in Education, 
University of Wisconsin, 1911-12. Manager, 
Department of Drawing and Manual Arts of 
Scott, Foresman Company, Educational Pub- 
lishers in Chicago, 1912-16; Lecturer in Edu- 
cation, and Secretary of Appointments Commit- 
tee, Department of Education of University of 
Illinois, 1916-18; Assistant Professor of Sec- 
ondary Education and Director of Summer ses- 
sion, University of Illinois, 1918-19. 
International Life Tangle 
(Concluded from page 3) 
rially revised. In any case the Missouri State 
contract will be indefinitely held up pending the 
disposition of the receivership tangle. 


REASON FOR PUBLICITY 

Except for an unfortunate provision of the 
Missouri statutes, the International 
would have been reinsured before publicity was 
given to the impairment of the company’s re- 
serves. This provision referred to requires that 
any reinsurance contract must be approved at 
a meeting of stockholders, notice of which must 
be given ten days in advance. Immediately 
upon the issuance of this notice newspaper re- 
porters began to write weird stories concerning 
the reasons for the meeting and it consequently 
became necessary for the commissioners to 
issue a statement in order to prevent the whole- 
sale circulation of misleading information. The 
now famous statement issued by Commissioner 
Charles R. Detrick, of California, is said to 
have been made as conservative as possible and 
could have been much more sensational had it 
been desirable. 

The action of Massey Wilson in applying for 
a Federal receivership is said to have been a 
shock to the Commissioners, who had hoped to 
avoid such a move, feeling that it would seri- 
ously damage the remaining assets of the com- 
pany. An effort had been made to rehabilitate 
the company by the introduction of new capital, 
but it came to naught when Marvin E. Single- 
ton, former president of the Missouri State 
Life, after examining the company’s affairs, re- 
fused to put up the necessary funds. The only 
other offer of rehabilitation came from Massey 
Wilson, and as it involved no cash payments, 


business 


it was absolutely unacceptable to the Commis- 
sioners. His plan is said to have involved the 
use of expected interest earnings and mortality 
savings to make up the reserve deficiency. 
United States District Judge Reeves, of Kan- 
sas City, who granted a Federal receivership 
to Mr. Wilson and his associates, is reported to 
have been astounded at the action of Robert 
Daly, actuary of the Missouri department, in 
declining to serve as co-receiver with Edward 
P. Wilson, brother of Massey Wilson. Judge 
Reeves was himself at one time actuary of the 
Missouri department and consequently familiar 
with insurance practices. Rumors that he felt 
that he had been deceived have been current. 


A FIcurE IN THE BACKGROUND 
In the background of Mr. Toombs venture 


into the life insurance business lurks the shad- 
owy and somewhat romantic figure of Dr. E. 
F. Morganstiern, whom Toombs made a vice- 
president of the International, but who has been 
dropped from the payroll by the Commission- 
ers. Dr. Morganstiern is said to be something 
of a psychologist and phrenologist and acted, 
according to report, as personal advisor to 
Toombs. He is known to have accompanied the 
latter on some of his Eastern visits. His func- 
tion is said to have been to inspire Toombs into 
such confidence in his own (Toombs’) abilities 
that he went into his adventures in high finance 
with the feeling that he had a Midas touch. 
Morganstiern’s past history includes an adven- 
turous life in Central Europe and the claim 
that he was once personal physician to the Czar 
of all the Russia’s. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 











Pioneering 


Someone must take the first 
steps, must lead in the exploring of new fields, must “go before and 
remove obstacles for those who follow.” 


TNINTNNONONYE| 


Progress always requires pioneering. 


In order to fulfil its obligation to humaniy, life insurance must seek 
new ways of service, in addition to extending the old. And so it 
The New York Life has always recognized this 


“A 4 


must have pioneers. 
obligation. 


Many years ago this Company undertook to pioneer in the field of 
substandard risks. 


After a long and intensive study of declined cases, it found that spe- 


Yr 





cial rates could be calculated, permitting, with safety, the acceptance z 
of many risks which previously had been rejected. a 

f On July 1, 1896, the Company issued its first sub-standard policy. iS 
Since then, the writing of insurance on impaired lives has been a part S 
of the New York Life’s regular service to the public, and has grad- S 

C) 

a 


of the larger companies. 
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TATATOTAD 


Today, Nylic Agents are enabled to ob- 
tain insurance for approximately three 
out of every five clients who other- 
wise would be declined. 


NEW YORK LIFE INSURANCE 
COMPANY 
346 Broadway, New York 


DARWIN P. KINGSLEY, President 





New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 
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CONTINENTAL LIFE SOUND 


Agents of St. Louis Company Enthuse 
Over Examiners’ Report 








HEAR LETTER FROM C. R. DETRICK 





Commissioners’ Report Adopted August 1— 
President Ed. Mays Devoting Entire 
Time to Company 

St. Louis, Mo., August 16—The 1928 Clic 
Club Convention of the agents of the Conti- 
nental Life Insurance Company, of St. Louis, 
Mo., at its first session at the Coronado Hotel, 
St. Louis, Mo., August 13, was electrified into 
the utmost enthusiasm when President Ed. Mays 
read a letter written by Insurance Commissioner 
Charles R. Detrick of California which stated 
that the convention examination of the Conti- 
nental recently completed by examiners from 
eight States had revealed the company to be 
in sound financial condition and under most 
‘capable management. 


It was the one thing that most of the seventy 
agents attending the convention had journeyed to 
St. Louis to hear. They had read in the public 
press of the difficulties of the International Life 
and knowing that in the original conflict be- 
tween the California and Missouri departments 
the Continental and International were linked 
some were rather anxious to get “the inside” on 
their own company. 

It had been hoped that a complete copy of 
the convention examination would reach St. 
Louis in time for the first session of the Clic 
Club convention. Nelson B. Hadley, chief 
examiner of life companies for the New York 
Insurance Department, and J. Sackman, also of 
New York, who had directed the rigid examina- 
tion of the company as the technical represen- 
tatives of the Missouri Department, had wired 
East for the final report but it was delayed. 


Commissioner Detrick when informed that the 
report would not reach St. Louis in time wrote 
a personal letter to President Mays setting forth 
the general findings of the Commissioners to 
be read to the agents. 

Commissioner Detrick pointed out that the 
audit of the company’s books which had ex- 
tended over a period of three months showed 
that the company is in excellent condition and 
that the president and other officers of the com- 
pany made a very good showing in clearing up 
the accident and health losses and covering 
other conditions that were not entirely satisfac- 
tory. 

Detrick warmly congratulated the officers of 
the company and their agency organization for 
the showing made by it in the convention 
examination, and he especially extended his 
greetings to the California agency forces, stat- 
ing that he hoped the company would enjoy the 
utmost prosperity in the Golden Gate State. 

In his letter he potted out that when the 
convention examiners first visited the Conti- 
nental Life, President Mays opened all of his 
personal and, private books and accounts as well 
as the company’s records and aided in every way 
the examination. All other offices of the com- 
pany also co-operated with the examiners in 
every way possible Detrick said. 


The examination report was formally adopted 
on August 1. 

In addresses on Tuesday, August 14, Hon. 
Robert E. Daly, actuary and acting Superintend- 
ent of Insurance for Missouri, and Hon. S. M. 
Saufley, Insurance Commissioner for Kentucky, 
addressed the Clic Club and also assured the 
agents of the soundness of the company they 
represented and complimented the present man- 
agement for the manner in which the company’s 
affairs are being administered. 

President Mays also increased the enthusiasm 
at the opening meeting by informing the agents 
that he is now devoting his entire time to direct- 
ing the life insurance company, and added that 
he has absolutely no intention of selling out his 
holdings to other interests or merging with any 
other company. 


PAUL F. CLARK MAY HEAD NATIONAL 
ASSOCIATION 
Boston Life Underwriters Actively Promot- 
ing Candidacy of Vice-President 

Boston, Mass., August 20.—Local interest in 
the forthcoming annual convention of the Na- 
tional Association of Life Underwriters, to be 
held next month at Detroit, centers about the 
candidacy of Paul Clark for the presidency. 
More than ordinary preparations are being made 
by the Boston Life Underwriters Association 
to secure a large number of their members to 
attend the convention in a body. Executive- 
secretary, John P. Muir, has the arrangements 
for a special tour in charge, and will person- 
ally conduct the trip, which has been mapped 
out by one of the local tourist agencies, and 
includes an optional side trip on the return 
through the Thousand Islands, to Montreal, and 
home via the Canadian National Railways. The 
invitation to participate in this tour has been 
extended to the life underwriters’ associations 
of all New England. 

The incorporation of the Investors Guaranty 
Insurance Company, of Boston, to do a fidelity 
and surety insurance business, has recently been 
completed and the names of the officers and 
directors announced as follows: President 
Earnest Luce; secretary, James F. Tilden, 
Charles H. Rudd, Henry C. Hopewell, James 
W. Smith. The company has incorporated un- 
der section 47 of the Massachusetts Insurance 
Law, the minimum capital required therefore be- 
ing $200,000. 


Des Moines Life and Annuity Outing 

A large group of agents of the Des Moines 
Life and Annuity Company of Des Moines left 
last Monday in a private car for a trip to Yel- 
lowstone Park, accompanied by the president of 
the company, J. J. Shambaugh. The trip, which 
is the reward for their production of a substan- 
tial volume of business during the past year, 
will be finished by August 28 when its members 
will return to Iowa to meet with the entire sales 
organization of the company at the annual con- 
vention at the Manhattan Beach Hotel, Lake 
Okoboji, Iowa. The Des Moines Life has had 
a very substantial increase in business in force 
and assets during the first eight months of 1928. 


9 
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SURANCE 





Commissioners Approve Missouri 
State Contract for International 
Life 





COMPANY’S ASSETS SHRINKING 





Federal and State Courts Receive Plan of 
State Officials—Details of Contract 

St. Louts, Mo., August 18—The nine State 
Insurance Commissioners who have been in- 
vestigating the affairs of the International Life 
Insurance Company on August 18 voted unani- 
mously to recommend the acceptance of the re- 
insurance contract offered by the Missouri State 
Life Insurance Company. 

The Commissioners declared that under this 
contract the interests of the policyholders are 
fully protected, while the stockholders are as- 
sured at least the market value of their holdings 
just prior to the discovery that the company’s 
reserves are apparently impaired $2,014,000, 
while the $937,500 capital stock has been entirely 
wiped out. 

The Commissioners recommendations will be 
submitted to both the Federal and State courts 
within a few days. 

If there was no opposition on the part of the 
plaintiffs in the Federal court receivership, the 
Commissioners planned to present their recom- 
mendations to the Federal court on August 20. 
But should objection be made this step would be 
postponed until August 22 when Judge Reeves, 
who originally ordered the receivership, or an- 
other Federal jurist is to be in St. Louis to 
hear the case. 

Briefly the Missouri State Life contract pro- 
vides that the company shall take over all the 
assets of the International Life, assume all its 
contractural obligations, make good immediately 
the $2,014,000 impairment in reserves and pay 
to the stockholders eventually about $4,000,000. 
It would also assume the $320,000,000 of out- 
standing life insurance carried by the Interna- 
tional Life and guarantee the agents of the In- 
ternational Life full renewal commissions on 
their business in accordance with contracts. 

The sum needed to meet the International’s 
impairment would be taken from the reserves of 
the Missouri State Life. 

In the future 90 per cent of the net earnings 
on the International Life’s business would be 
applied by the Missouri State as follows: 

Replacement of the actual sum taken from 
surplus of Missouri State Life to meet actual 
impairment of reserves of International Life and 
the expenses incident to the termination of the 
receivership of company. 

Then over a period of years there would go 
into the International Life fund carried by the 
Missouri State Life the earnings of the busi- 
ness taken over until the $4,000,000 had been 
paid in plus interest at about 4 per cent. In 
addition to the $937,500 in capital stock actu- 
ally outstanding this special fund would have 
to pay off the sums actually borrowed by 
Toombs and others on the over-issue and dupli- 
cated stock of the company. 

Under a United Supreme Court ruling in a 
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A 
Six-Months’ 


Record of Progress 


Missouri State Life shows 47% gain in volume 
of Insurance in Force as compared with 
first six months of 1927. 


FYROM January Ist to June 30, 1928, the Missouri State 
Life added $52,093,892 to its total of life insurance 


in force—47% more than was added during the first six 


months of 1927 


During the same six months period of 
1928, the Agency force of the Company 
wrote and paid for $135,022,012 of new 
business which represents a gain of 
44 per cent. over the Paid-for business 
of January 1st to June 30, 1927. 

In the first six months of 1928, the 


Agency force wrote 32,999 applications; 
10,006 more than were written in the 
first six months of 1927. 

A Progressive Agency force is building 
The Progressive Company. 

We have room for more progressive 
men. 





INE DIGS! 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President 


| Life 
Accident-Health 
Group 








Home Office, St. Louis 


Missouri STATE LIFE INSURANCE Co. 
St. Louis 


Send me your Agency proposal 























IO 








RI A a aE So 





eee 


CBRE TY 








ny ENG NM aS Ie RG ae ees 


DE ee 


August 23, 1928 


THE SPECTATO 


Life Insurance 














similar case the holders of this over-issue stock 
are actually preferred creditors compared to the 
real stockholders to the extent of the funds act- 
ually paid for or loaned on this surplus stock. 

Toombs is said to have borrowed about $325.,- 
000 on an over-issue of 10,000 shares from a 
New York bank, while a Chicago investor holds 
a certificate for 1968 shares of stock that was 
marked cancelled on the books of the company. 
The market value of the Chicago man’s hold- 
ings prior to the crash was about $147,600. 
However, in final settlement he will be allowed 
only the sum he can prove he actually paid for 
this stock. 

The Commissioners’ investigation revealed that 
apparently at various times a total of 28,500 
shares of the life company’s stock was over- 
issued, but subsequently all but three certificates, 
the one for 10,000 shares used for the New 
York loan, another for 3000 shares and a third 
for 500 shares, were accounted for. Three 
warrants each charging Toombs with having 
caused to be issued three certificates for 3000 
shares each in excess of the company’s $937,- 
500 capital stock’ have been filed against him. 
These certificates for a total of 9000 shares were 
given to E. P. Greenwood of Houston, Tex., 
as security for a loan of $500,000 but subse- 
quently were replaced by real stock secured by 
Toombs from the holding company. 

How many certificates carried on the com- 
pany’s books as cancelled are now outstanding, 
similar cases to that of the 1966-share certificate 
in Chicago, is very problematical, but it would 
not be surprising if many similar cases come 
to light within the next week or so. 

Naturally the ratio of payment to the real 
stockholders will dwindle as such instances 
develop, but viewed from the very worst 
angle posgible the Missouri State Life Insurance 
contract assures the stockholders of the com- 
pany at least the most recent market value of 
their holdings. At one time in the negotiations 
it was believed the Missouri State Life deal 
would net the International Life stockholders 
about $107.30 a share, plus 4 per cent interest 
or a grand total over a ten-year period of about 
$120 maximum. 

The Commissioners also seriously considered 
a re.usurance contract offered by the Kansas 
City Life which promised about $70 a share 
net with final payment in about five years time. 

Several “promising” reorganization plans 
were also presented to the Commissioners but 
none was accompanied by the necessary cash and 
there was no real assurance that this much 
needed money would be forthcoming in the very 
near future. 

Other recent developments in the Interna- 
tional Life case are: 

Roy C. Toombs, president of the company, 
was still in Chicago, but had promised this 
time to surrender to the police on Monday, 
August 20. There are four warrants issued in 
St. Louis, one charging him with embezzlement 
of $104,000 and three others each charging is- 
suance of three certificates of over-issue stock 
for 3000 shares each. Missouri has taken the 
proper legal steps to obtain extradition papers 
from Governor Small of Illinois should Toombs 
refuse to return to St. Louis voluntarily. 


Toombs in turn plans to ask a Federal injunc- 
tion against extradition on the grounds he is 
needed in Chicago in the Federal receivership 
of Toombs & Daily. 

International Life still functioning under a 
gentlemen’s agreement between Federal and 
State receivers with W. F. Grantges, first vice- 
president and general manager, as supervising 
head. Arrangements have also been permitted 
whereby policyholders can safely pay premiums 
on policies when due until final disposition of 
company is made. Daily more States are revok- 
ing the company’s licenses to do business, while 
its assets are shrinking at the rate of $50,000 
a day due to delay in reorganization or reinsur- 
ance. The complications incident to the receiver- 
ship suits caused this delay. 

The International Company of St. Louis is 
in Federal receivership. Apparently all but 
1500 shares of its original holdings of 23,600 
shares of International Life has been hypo- 
thecated by Toombs. He secured from com- 
pany on promise to pay $90 a share a total of 
12,840 shares of its life company stock but 
has not paid same. He also secured four blank 
certificates of its preferred stock and the exact 
number of shares each of these certificates were 
actually issued for is not now know definitely. 


This company is authorized to issue 2000 
shares of common stock and 4,998,000 shares 
of preferred stock each of $1 par value. The 
company’s books show the 2000 shares of com- 
mon and 460,000 shares of preferred outstand- 
ing without taking into account the four blank 
certificates given to Toombs. It has been re- 
ported by persons in close touch with Interna- 
tional Life affairs that one certificate for 125,- 
000 shares and another for 75,000 shares have 
turned up in Chicago. This preferred stock is 
callable at $6 a share and the most recent market 
quotations were from $2.50 to $3 a share. 

Aside from its holdings in the International 
Life the holding company has net assets of 
about $400,000. 

Presiding Judge Kimbrough Stone of the 
United States Circuit Court of Appeals at Kan- 
sas City last week assured the attorneys in- 
terested in the International Life’s affairs that 
should Judge Reeves find it impossible to be in 
St. Louis on August 22 another Federal judge 
would be on hand to head the case. 

Both the Federal and State receiverships must 
be dissolved before the reinsurance contract can 
be accepted by the stockholders of the Interna- 
tional Life. 

The Federal receivership was instituted at 
Kansas City in the name of J. C. Dale of Ala- 
bama, a policyholder, and C. P. Long of Tupelo, 
Miss., a stockholder. Massey Wilson, formerly 
president of the International Life, is the real 
power behind the Federal action. His brother, 
E. P. Wilson, an attorney, was named as Fed- 
eral receiver. 

The State receivership was applied for by the 
Missouri Insurance Department. 

If approved by the courts the Missouri State 
Life reinsurance contract would be administered 
by the insurance departments of the interested 
States. 

The proposed deal would give the Missouri 
State Life $1,140,000,000 of insurance in force 


zs 


NEW SCHOOL IN PHILADELPHIA 
James E. Bragg and Sigourney Mellor Back 
Plan 

PHILADELPHIA, PeNNaA., August 23.—An ad- 
vertisement in the Evening Public Ledger last 
night and in the Public Ledger this morning 
carried the announcement of a radical depar- 
ture in life underwriting—the formation of the 
Philadelphia Institute of Life Underwriting. 
There are a number of life insurance courses 
being given today throughout the country, but 
the course to be presented by the Philadelphia 
Institute differs from the others in that it will 
not be a series of lectures but will be an in- 
tensive course in “intelligent life underwriting.” 

It will not deal much with theories nor with 
the technical angle of life insurance but instead 
will be devoted mainly to practical training in 
life insurance salesmanship. 

The new institute is being backed by the 
Mellor & Allen agency of the Home Life and 
the James Elton Bragg agency of the Union 
Central. Mr. Bragg, who was one of the lead- 
ing educators in the country before entering the 
life insurance field, is now at work mapping 
out the curriculum for the year, which will end 
at Christmas. The first class will be on October 
1 in the auditorium of the Insurance Company 
of North America building and classes will be 
held three times a week. 

The course will be run as a preliminary to 
the University of Pennsylvania life insurance 
course at the Wharton School and Dr. Huebner 
has offered his aid to the Philadelphia Institute. 


MUTUAL LIFE OF NEW YORK 
Establishes New Bureau for Service to 
Policyholders 

Second Vice-President and Manager of Agen- 
cies George K. Sargent announces that the Mu- 
tual Life Insurance Company of New York has 
taken steps to broaden service for policyhold- 
ers by establishing in the home office a new 
bureau to be known as the policyholders’ ser- 
vice bureau. This new bureau replaces the com- 
pany’s restoration bureau, and the general func- 
tions of the bureau will be to conserve business 
in force and to restore lapsed or surrendered 
policies, to establish and maintain records of 
lapses and surrenders, classified by managing 
agencies and individual agents, to maintain rec- 
ords of the accomplishments of service repre- 
sentatives, to make and carry through plans 
for repayment of policy loans, and to conduct 
activities closely related to such phases of busi- 
ness. 

Second Vice-President Sargent adds that Wil- 
lard T. Johns, for several years in charge of 
the Restoration Bureau, will be the manager 
of the Policyholders’ Service Bureau. 








and admitted assets of $125,000,000, making it 
by far the largest company west of the Missis- 
sippi River. 

“IT am gratified that a solution of the Inter- 
national Life’s problems has been found,” Hills- 
man Taylor, president of the Missouri State, 
told the writer. 
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MASSEY WILSON EXAMINED 


Former President of International 
Questioned Closely 








CONTINUES CALM AND SUAVE 





Reaffirms Opinion That Company Should 
Be Rehabilitated Rather Than 
Reinsured 
St. Lours, Mo., August 20.—Although Massey 
Wilson, former president of the International 
Life Insurance Company, in June, 1927, wrote 
Judge Whitfield, then president of the company, 
and his associates protesting that “no man could 
buy the company for $3,200,000 and operate it 
honestly,” adding that it was worth but $1,500,- 
000 at the most, he testified before the Insurance 
Commissioners of nine States on August 16 
that the same company was worth $10,000,000. 
The Commissioners already dizzy from the 
complicated affairs involving the International 
Life were not quick to realize this astounding 
appreciation of the value of the insurance com- 
pany following quick upon the heels of the $2,- 
014,000 impairment of its reserves and the fil- 
ing of both Federal and State receivership suits. 
Wilson didn’t exactly explain his reversal in 
views on the International Life, but he never- 
theless made a very interesting and enlightening 
witness. He was not placed under oath but a 
stenographer took notes of his statement. At 
times Commisisoner Detrick of California asked 
some pointed questions concerning Wilson’s 
operation of the International Life and miade 
some remarks that were not entirely compli- 
mentary to either Mr. Wilson or his former 
partner, Jacob L. Babler, one time Republican 

National Committeeman from Missouri. 

Commissioner Detrick also questioned Mr. 
Wilson’s motives for throwing the company into 
Federal receivership and wanted to know what 
he told Federal Judge Reeves in Kansas City in 
connection with that suit. 

Calm and suave, Mr. Wilson refused to be- 
come ruffled and never once raised his voice. 
But once did he display the least anger. 

He contended that the $3,500,000 shortage in 
the assets of the International Life merely 
caused the company to be “artificially insolvent” 
and added that in reality it is “actually solvent.” 
He explained that the Missouri insurance laws 
consider only cash, mortgages, bonds and cer- 
tain policy credits as assets, but the company 
has in addition a good-will and going value of 
$10,000,000 that should be considered. 

“If tested by the general rules of solvency 
and insolvency the International Life must be 
adjudged at least $8,000,000 solvent,” he added. 

He estimated the company’s insurance in force 
as worth $7,500,000 and its agency organization 
at $5,000,000. If the International Life had not 
been forced to quit writing insurance it could 
have continued regardless of the deficit of $2,- 
951,963 attributed to President Roy C. Toombs, 
Wilson contended. 

He pointed out that the company had paid 
its stockholders dividends of 17 per cent an- 
nually for the past ten years. 

Commissioner Detrick questioned Wilson very 
closely concerning the sale of the International 
Life by Wilson and Babier to Joseph R. Pais- 





ley, Judge W. K. Whitfield and their asso- 
ciates in 1924 for $750,000 and the resale of 
the company to Toombs last year for $3,101,211. 

Wilson admitted that when he heard of the 
proposed sale to Toombs he wrote Whitfield and 
his associates that “no man could buy the com- 
pany for $3,200,000 and operate it honestly.” 
He had said the company was worth $1,500,- 
000 at the most. 

“IT didn’t want it sold,’ Wilson explained 
about this letter to Whitefield, “for I fear who- 
ever bought the holding company would loot 
it. I did not dream they would loot the Inter- 
national Life Insurance Company. 

“T told them that they should be careful to 
sell only to a man of integrity. I knew that 
on a business basis a man of that sort would 
not buy the company for at least twice what it 
was worth.” 

He here expressed the opinion that the parties 
that sold the company to Toombs could be 
forced to return part of the sale price. 

It was at this point that Detrick desired 
some information concerning the representa- 
tions made by Wilson to Judge Reeves. Wilson 
gave rather indefinite answers, but declared: 
“T thought everyone would be pleased to see 
Judge Reeves take charge. Judge Reeves is an 
admirable man to handle the receivership. He 
was for four years an actuary in the Missouri 
Insurance Department and is _ thoroughly 
familiar with insurance law.” 

“How,” asked Detrick, sarcastically, “do you 
happen to consider yourself the Moses to lead 
the policyholders out of the wilderness?” 

Wilson answered that the insurance company 
was doing a small business when he took charge 
of it in 1909 and that it was very large and 
prosperous when he sold out in 1924. 

“Was your company in serious difficulties with 
any State insurance department during your 
administration?” asked Detrick. ‘No,’ was 
the answer. 

“Wasn't there some trouble in Montana?” 

“There may have been a little trouble there.” 

“How about Oklahoma in 1915? 

“There may have been some trouble—every 
company has some trouble.” 

“Well,” interposed Detrick at this point, “I 
have only been on the Insurance Commission 
of California for three and a half years, but 
I’ve heard an earful in that time. I have yet 


to hear an Insurance Commissioner speak a good 
word either of you or your partner.” 

“When I left the company four years ago it 
was successful,” Wilson replied. “Now, it is a 
football. My name couldn’t help but be 
entangled by those who have practiced crooked- 
ness and thievery in its operation.” 

Commissioner Baker, of Kansas, demanded 
that Wilson detail his plans for reorganizing 
the company with the $10,000,000 valuation not 
honestly worth $3,200,000 a year ago, and sold 
for four times what it was worth at that. 

“The simplest way, though perhaps not the 
best, would be to increase the capital stock,” 
Wilson replied, “I would sell 55,000 shares of 
stock, par value $25 each for $100 a share and 
use the proceeds to overcome the deficit, create 
new capital and make up a surplus. 

“What chance would there be to sell this 
stock—isn’t that just a dream” ?, Commissioner 
Baker asked. 

“No, there’s lot of big money interests ready 
to take a big lot of stock. It would be a cinch 
to sell the stock. But my idea is to offer the 
stock first to the present stockholders. 

“I would subscribe for $100,000 worth and I 
know another man who would take $500,000 and 
still another $100,000 worth. That’s $700,000 
right off the bat.” 

Commissioner Baker wasn’t as enthusiastic as 
Wilson, adding that several of the Commission- 
ers were “skeptical” of the company’s condi- 
tions and afraid that the deficit may become con- 
siderably greater. 


Mutual Life of New York Issues New An-= 
nuity Form Called the “Investment 
Annuity” 

The Mutual Life Insurance Company of New 
York announces a new form of annuity desig- 
nated as the “investment annuity,” to give a life- 
long income of reasonable amount and leave the 
principal practically intact. This annuity will 
be issued upon male and female lives, without 
medical examination. It is purchased by single 
premium, and each $1050 of purchase price will 
yield a guaranteed income of $35 a year, to 
which excess interest will be added. This new 
annuity will have death refund value, loan and 
cash surrender privileges, and upon death or 
surrender may be settled under the company’s 
optional modes of settlement. 








SUPPLEMENT TO FIGURES OF LIFE COMPANIES—FIRST SIX MONTHS OF 1928 


Name of Company 
Atamnn: Sen Aatoiia, Terns. 5.66.00 5 ick os sansa seuss o 


American National Assurance, Mo..............ee000. 
Amencan Old Lane, Ominlta. OR. «<a os 0:6 0 sisicece cece 


FISICA. WU, COMED 6 6.5 :c:5.5-6-0 5:0 0 do. 6 6-08 ce een Sela beard (0) 
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Central States. St. Eilat DAO. 6 << 5:65 occ aw cisco s owes 
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Conservative, Sout: Bes 3 occ c icc cic ce ccsesaviess 
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Great Western, Des Manele « . oc eicceisces cesview see 
Guaranteed Securities, Topeka, Kans.............0.005 
Re SIR Recor ca ta enh scare naceas taeas 
DAC, TMT RB 6 ino 5 Sic Sis ho so sod acee veo 
Phoenix Mutual, Hartford, Conn .....6.66sc0ksccesccese 
State Mestital, WOrCEsICT, BEGGS oo oci6 ccc ccc sis cccenee 
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Business Paid for First Business in Force 


Six Months July 1 

1928 1927 1928 1927 
2,384,844 1,907,999 8,548,461 6,232,124 
Ceewies 8 ns Ecesecoierers 250,250 250,500 
1,434,915 1,714,972 16,558,040 16,620,344 
$4,133,549 1,708,000 $15,298,806 12,476,842 
5,882,568 4,548,983 46,550,534 41,185,307 
248,750 91,750 663,950 441,350 
8,403,769 7,281,116 93,406,764 89,557,754 
25,944,829 23,613,666 272,358,372 245,313,950 
2,123,500 851,500 4,564,500 815,000 
3,951,500 3,206,500 25,720,000 23,039,000 
11,851,220 10,134,469 95,569,742 78,586,597 
69, 67,000 136,000 67,000 
1,467,750 1,305,000 9,050,988 6,950,500 
2,201,256 1,285,000 5,167,043 1,285,000 
5,893,097 3,363,279 5,639,424 3,146,547 
1,679,150 57,500 4,392,500 1,658,000 
45,659,498 39,492,308 532,109,407 493,253,145 
36,921,611 35,336,810 571,986,197 533,006,777 
3,473,400 157,000 1,701,250 60,000 
SASTO NSO vv one's ow Ue) re 
3,425,550 2,692,329 10,111,987 5,545,223 
121,500 397,108 586,863 440,124 


o Ordinary. iIndustrial. gGroup. {t Includes reinsurance. 
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LIFE INSURANCE IN FIRST SEVEN 
MONTHS 
6.7 Per Cent More from January to August 
of 1928 Than in Corresponding Period 
of 1927—3.4 Per Cent Increase 
for Last Month 

New life insurance production during the first 
seven months of this year was 6.7 per cent more 
than during the corresponding period of last 
year. Such writings during July were 3.4 per 
cent greater this year than in 1927. These facts 
are shown by a compilation forwarded late this 
afternoon by the Association of Life Insurance 
Presidents to the United States Department of 
Commerce for official use. The report combines 
the records of new life insurance production— 
exclusive of revivals, increases and dividend 
additions—of forty-four member companies hav- 
ing 82 per cent of the total life insurance in all 
United States legal reserve companies. 

For the first seven months of this year, new 
ordinary insurance amounted to $4,896,136,000, 
against $4,728,732,000 duirng the corresponding 
period of last year—a gain of 3.5 per cent. New 
industrial insurance was $1,617,684,000, against 


‘$1,525,766,000—a gain of 6.0 per cent. New 
group insurance was $651,441,000, against $458,- 


310,000—a gain of 42.1 per cent. The total of 


all classes written during the first seven months 
of 1928 was $7,165,261,000, against $6,712,808,- 


000 during the same period of 1927—an increase 
of 6.7 per cent. 

For July, new ordinary insurance amounted 
to $655,131,000, against $638,866,000 in 1927—a 
gain of 2.5 per cent. New industrial insurance 
amounted to $194,642,000, against $200,835,000 
in 1927—a decrease of 3.1 per cent. New group 
insurance was $74,196,000, against $54,229,000 
last year—a gain of 36.8 per cent. The aggre- 
gate of all classes for July of 1928 was $923,- 
969,000, against $893,930,000 for July of 1927— 


a gain of 3.4 per cent. 


Agency Officers to Meet in October 
The Association of Life Agency Officers and 


the Life Insurance Sales Research Bureau will 
hold their joint meeting at the Edgewater Beach 


Hotel, Chicago, on October 29, 30 and 31. 

On Monday, October 29, the executive com- 
mittees of the two organizations will hold their 
annual meetings. On the afternoon of that day 
an innovation will be staged in the shape of a 
session primarily for educational directors. This 
session will be in charge of H. G. Kenagy of 
the Bureau. 

The topic for discussion on Tuesday and Wed- 
nesday is the securing and training of man- 
agers and general agents. The committee ap- 
pointed to study the question of National Co- 
operative Advertising will submit its report at 
this time. 

The Association of Life Agency Officers has 
a membership of 187 companies in the United 
States and Canada, and the Bureau’s rolls show 
122 companies. The chairman of the Associa- 
tion is James McVoy, president of the Central 
States, and of the Bureau; James a Fulton, 
vice-president of the Home of New York. 





Guardian Life Agents Meet 

The annual convention of the Gurdian Life 
Insurance Company of America of New York 
was held Tuesday, Wednesday and Thursday of 
last week at the Mount Royal Hotel at Mon- 
treal. 

The convention was opened Tuesday morn- 
ing by Leon Alexander, president of the Lead- 
ers Club. Carl Heye, president of the com- 
pany, gave an address of welcome and presented 
service pins. Other speakers of that day were: 
E. N. Olstad, St. Paul; E. J. Berlet, Philadel- 
phia; A. H. Remole, Minneapolis, and Dr. C. 
B. Piper, medical director. Speakers on Wed- 


nesday included: F. F. Weidenborner, Jr., as- 
sistant superintendent of agencies; C. K. Brust 
and G. W. Adams, Los Angeles; Saul Korn- 
reich, Donald Russell and Max Reinboth, New 
York, and G. A. Myer, Baltimore. On Thurs- 
day the speakers were: W. M. Morris, as- 
sistant actuary; Professors R. C. Borden and 
A. C. Busse of the New York University, W. 
E. Knowlton, New York; E. A. Gillispie, as- 
sistant secretary ; Curtis Robertson, J. E. Lock- 
wood, Boston, and R. A. Trubey, Boston. 

The convention banquet was held Wednesday 
evening and other entertainment features were 
sight-seeing tours and a golf tournament. 











H. G. Scott, J. N. Jamison and William J. 
Snodgrass Have Served Reliance Life 
Twenty-Five Years 


A tribute to a quarter-century of continu- 
ous service was paid to three officers of the Re- 
liance Life Insurance Company of Pittsburgh, 
August 7, when they were presented with plati- 
num watches at a luncheon in the Union Club, 
Pittsburgh, attended by 26 officers, directors and 
department heads of the company. 

The men given the watches are: H. G. Scott, 
senior vice-president and secretary; J. N. Jami- 
son, actuary and assistant secretary, and Wil- 
liam J. Snodgrass, assistant treasurer. Arthur 
E. Braun, president of the company, made the 
presentations. 

A short address on the parts the three hon- 
ored employees have played in the development 
of the Reliance Life was made by Vice-Presi- 
dent L. P. Gregory. Mr. Scott and Mr. Jami- 


son rose to executive positions from the clerks- 
ships at which they started when the company 
was organized in 1903. Mr. Snodgrass always 
has been the assistant treasurer. 

In addition to praise for the faithful work 
of the veteran officers, Mr. Braun paid tribute 
to the late Judge James H. Reed, who founded 
the company, and T. H. Given, a former vice- 
president and director, and the ideals they estab- 
lished for the guidance of the company. 

The Reliance Life, as a result of its twenty- 
five years of service, has insurance in force of 
$380,582,793 and assets of $48,073,578. Included 
in this latter sum is the capital of $1,000,000 
and surplus of $1,755,797. These figures in- 
dicate an almost unprecedented development 
over a twenty-five-year period. 
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FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 

THE GIRARD F. & M. INSURANCE CO. OF PHILADELPHIA, PA. 
MECHANICS INSURANCE CO. OF PHILADELPHIA, PA. 
NATIONAL-BEN FRANKLIN FIRE INS. CO. OF PITTSBURGH, PA. 
SUPERIOR FIRE INSURANCE CO. OF PITTSBURGH, PA. 
CONCORDIA FIRE INSURANCE CO. OF MILWAUKEE, WIS. 
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H. A. CLARK, Manager Newark, N. J. W. W. & E. G. POTTER, Managers 
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SALESMEN’S SAMPLES Rockford Life 


INENS 
FURS LINENS Insurance Company 
LINGERIE MEN’S WEAR 
CLOAKS & SUITS LEATHER GOODS . 
Except Jewelry Home Office - Rockford, Illinois 


INSURED AGAINST ALL RISKS 


With Some Exclusions 


WHILE TRAVELING 


A. F. SHAW & CO., Inc. AGENTS 
GENERAL AGENTS — ALL RISKS DEPT. 
ST. PAUL FIRE & MARINE INSURANCE CoO. WANTED 
NEW YORK CHICAGO 


75 Maiden Lane Insurance Exchange 
Phone Beekman 4546 Phone Wabash 1068 


AND ALL OTHER LINES 


Apply Francis L. Brown, Vice Pres.-Secretary 
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CHICAGO PREMIUMS 


Reduction from Last Year Noted 


NORTH AMERICA LEADS 
Other Companies Included in First Ten 
Are 4Etna, Home, National, Hartford, 
Fireman’s Fund, Continental, Royal, 
Springfield and American 

Cuicaco, Itt., August 21—Careful under- 
writing in Chicago was conclusively proved last 
week when a final tabulation of the fire insur- 
ance premiums written in the city was com- 
pleted from reports made to the office of the 
city comptroller. The total for the fiscal year 
ending June 30 was $23,607,528, as compared 
with $24,308,751 for 1927. a decline of 2.8 per 
cent. This compares with the gain of 1.6 per 
cent made last year over 1926 when the total 
was $24,253,751. 

There was a general rearrangement of the 
leaders in spite of the fact that many of them 
wrote considerably less than last year. The 
1927 report showed one company in excess of 
$800,000, two over $700,000, two over $600,000 
and one over $500,000. This year none was over 
$800,000, one was over $700,000, two over $600,- 
000 and three over $500,000. 

The first ten this year with their productions 
are Insurance Company of North America, 
$729,845; AfZtna. $096,833; Home of New York, 
$617,680; National of Hartford, $555,226; Hart- 
ford, $547,462; Firemans Fund, $543,839 ; Conti- 
nental, $469,781; Royal, $465,119; Springfield 
Fire and Marine, $451,563, and American of 
Newark, $384,801. Their ranking last year was 
7Etna, Hartford, Insurance Company of North 
America, Home, Royal, Continental, Firemans 
Fund, National of Hartford, Springfield Fire 
and Marine and American of Newark. 

The reports were made to the comptroller in- 
cident to the payment of the tax of 2 per cent 
on all fire premiums collected in the city, for 
the benefit of the city fire department. The 
total tax this year was $472,151 as compared 
with $504,850. However the 1927 total was in- 
creased considerably by the collection of taxes 
that were past due. 

The companies have been writing their busi- 
ness more carefully in Chicago for over two 
years and have been reducing the maximum pro- 
tection on hazardous risks. 


National Fire’s Great Progress 

The statement of the National Fire of Hart- 
ford as of June 30, 1928, shows assets of $44,- 
837,519, against $42,087,443 on June 30, 1927; 
surplus (including $3,000,000 capital) of $18,- 
699,451, compared with $14,640,396 a year 
earlier; premiums in first 6 months of 1928 of 
$11,074,125, against $11,358,657 in first half of 
1927, and tosses paid in first half of this year 
of $5,453.902, compared with $5,647,963 in first 
6 months of 1927. 


Writing Auto Use and Occupancy 

Automobile use and occupancy insurance is 
now being written by the National Liberty In- 
surance. Company of New York. This fur- 
nished protection to opeartors of motor vehicles 
for strictly commercial purposes against the 
actual loss in conduct of business sustained by 
reason of theft of their motor vehicles or their 
damage by fire. The policy has been developed 
especially for truck and bus fleet operators where 
temporary suspension of business might mean 
financial embarrassment or disaster regardless 
of equipment loss. Policyholders under this pol- 
icy will be paid net losses due to business inter- 
ruption as well as additional expenses incurred 
in maintaining the business until equipment can 
be replaced. 

George U. Tompers, president of the Na- 
tional Liberty, says that underwriters have long 
recognized the special hazards involved in own- 
ership of fleets which make owner supervision 
of equipment more thorough and they have pro- 
mulgated rates lower than those accorded to the 
owner of a single vehicle. The new policy, 
President Tompers says, simply carries the idea 
one step further in recognizing that owners 
have an insurable interest in vehicle use. 


Philadelphia Combine Planned 
(Concluded from page 3) 
by the companies instead of the various members 
of the group. 

The second plan calls for the merger of all 
the agencies into one large agency. It is said 
that the combined liability and fire premiums of 
the offices involved in the project are $10,000,- 
000 a year. 

Accountants are now going over the books 
of the various members of the group, checking 
up on the premium income of each office, the 
overhead, etc. To keep the figures secret so 
that not even the members of the group may 
know them, each office has been designated a 
letter to be used in the charts. 

The agencies involved in the plan are: Beid- 
ler & Bookmyer, Inc., Hare & Chase, Henry W. 
3rown & Co., Wagner-Taylor Company, Wil- 
liams & Walton, Creth & Sullivan, Inc., Robert 
M. Coyle & Co. and William A. Clarke. 

Should one of the plans under discussion be 
adopted, it is said that several other agencies 
may be invited to join the group, among them, 
it is said, being Platt, Yungman & Co. and 
Stokes, Packard, Haughton & Smith. No over- 
tures, however, will be made to any office 
until some plan is first adopted as the members 
of the group fear that too many representatives 
at a meeting may turn the session into simply 
an exchange of ideas, and they desire to first 
have some concrete plan before invitig others to 
join them, if it is felt that they des-re .to in- 

vite other agencies. 
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DEATH OF CHARLES G. 
SMITH 


Head of Great American Had Brilliant 
Insurance Career 


HALF CENTURY IN INSURANCE 
Had Long Experience and Built Strong Or- 
ganization, Including Seven Com- 
panies 
Charles G. Smith, chairman of the board of 
directors of the Great American Insurance 
Company of New York, died last Sunday at his 
home in Stamford, Conn. His career in the 
insurance world had been a brilliant one, ex- 
tending over a period of fifty years, and he was 
widely recognized and respected both as an 
executive of unusual abilities and as a man of 
the most sterling character. He was 69 years 
old. A year ago he had a severe attack of 
blood poisoning and since that time his health 

has been impaired. 

Mr. Smith was born in Brooklyn in 1859. 
When 19 years old he entered the New York 
office of the Phenix Insurance Company of 
Brooklyn. Following six years of office work 
he became an assistant special agent and three 
years later he left the Phenix and became gen- 
eral agent of the Queen Insurance Company in 
New England. When the Factory Insurance 
Association was organized in 1890 he left the 
Queen to become its first manager where he re- 
mained for about eight years. 

In 1898 Mr. Smith became the secretary of 
the German American Insurance Company, now 
the Great American. He was in charge of the 
company’s local department and was also New 
York agent of the Phenix Insurance Company 
of Hartford and of the Springfield Fire and 
Marine Insurance Company. This latter posi- 
tion he retained up to the time of his death. He 
became vice-president of the German American 
in 1913 and in 1917, following the death of 
President Kremer, he was elected president and 
also president of the German Alliance, now the 
American Alliance. Last April he retired from 
the presidency and was elected chairman of the 
board of directors. 

The Great American at the time Mr. Smith 
became its president had a capital of $2,000,000 
and assets of $23,500,000. Under his administra- 
tion the capital was increased to $15,000,000 and 
the assets to $62,000,000 and the company 
acquired control of the North Carolina Home 
Insurance Company, the Mssachusetts Fire and 
Marine Insurance Company, the American Na- 
tional Insurance Company and the Mount Royal 
Insurance Company. It also organized the Great 
American Indemnity Company and the Roches- 
ter American Insurance Company. Mr. Smith, 
at the time of his death, was chairman of the 
boards of the Great American, American Alli- 

ance, Great American Indemnity and Roches- 
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Life Insurance Library 
of Six Books . 


LIFE INSURANCE: ITS ECONOMIC 
and SOCIAL RELATIONS 


A Series of Comprehensive and Specialized Insurance 
Studies Edited by Dr. Solomon S. Huebner 


Six of the books in this informative series have now 
been issued, as follows: 
THE ECONOMICS OF LIFE INSURANCE 


By Dr. S.S. Huebner. The fundamental volume in the series, develop- 
ing a new conception of the economic function of life insurance. 


WILLS, TRUSTS AND ESTATES 


By James L. Madden. A discussion of the basic principles that apply 
to the building of a sound insurance estate. 


TAXATION 


By Harry J. Loman. An analysis of the connection between life insur- 
ance and taxation, particularly for use of insurance salesmen, tax attor- 
neys and tax accountants. 


THE LAW OF SALESMANSHIP 


By E. Paul Huttinger. On the legal aspects of a salesman’s respon- 
sibility both to his company and to his client. 


EDUCATION AND PHILANTHROPY 


By John A. Stevenson. A study of the important relation or life insur- 
ance to the fields of education and philanthropy. 


THE SOCIOLOGY OF LIFE INSURANCE 


By the late Edward A. Woods. Concerning the vital bearing of life 
insurance upon the numerous problems of sociology and social workers. 


The remaining book of the series, not yet published, is entitled 


SAVING, CREDIT AND INVESTMENT 


By Dr. S. S. Huebner and James L. Madden. Discusses the ways in 
which life insurance serves the insured in the fields of finance. 


PRICE, each volume, $2.50 


Orders will be promptly filled by 
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Fire Insurance T H E S P E CTATO R. Thursday 
TOPICAL INDEX ISSUED A. M. SCHOEN DEAD bridge construction engineer but shortly gave 
Was Noted Engineer and Fire Prevention up civil engineering to enter the shops of the 

‘ r Expert General Electric Company and also carried on 
Sunderlin’s Lectures on the Fire In- Allen M. Schoen, chief engineer of the South- studies in electrical engineering. In 1891 he 
surance Contract Thus Amplified Eastern Underwriters Association and president was appointed the first electrical inspector of 
of the National Fire Protection Association, died the old South-Eastern Tariff Association and 

41 PAMPHLETS IN THE SERIES recently at Atlanta,.Ga. He was about 60 years with that association and its successor he con- 
old. tinued until his death. In 1910 he became chief 

An IIluminating Course on Fire Insurance Mr. Schoen was born at Richmond, Va., and engineer of the South-Eastern Underwriters 
of Much Value to All Engaged in the was graduated from the Virginia Military In- Association. He played an important part in 
Business stitute at Lexington in 1889. He became a_ getting Southern cities and towns te adopt ordi- 





A copious Topical Index, listing the subjects 
treated in each of Sunderlin’s Lectures on the 
Fire Insurance Contract, has been published. This 
index shows the subjects dealt with in each of 
the 40 pamphlets embraced in the series, to- 
gether with the page numbers applying to each INTER-OCEAN 


reference. It will be found of exceptional ser- 


vice by those desiring to refer to particular 
subjects in any of the 40 pamphlets. R E-; | N Se U R A N q E; 


The Sunderlin complete educational course in 








fire insurance embraces 40 lectures, and also the 
index which has just been issued, and affords a | 
find opportunity for ambitious insurance men COMPANY | 
and students of the business to obtain valuable 
information at a very reasonable price. The 
cost of the whole series is now but $10. CEDAR RAPIDS, IOWA 
The lectures deal with the policy contract; 
insurable interest; public relations; Siate regti- 
lation; coinsurance; valued policies; profes- 
sionalizing the fire insurance business; the fire 


insurance rate; fire insurance reserve; agency s 
Treaties Adapted to the 


and brokerage; premiums; fire prevention; 
waiver and estoppel; coverage; misrepresenta- as ; 
tions; warranties; matters voiding policy or sus- Individual Company S Needs 
pending insurance; chattel mortgage clause; fall 
of building clause; negligence; cancellation; 
risks and causes of loss; subrogation; earth- 
quake clauses; re‘nsurance, and numerous other 


phases of the fire insurance contract or of the FIRE TORNADO 


buiness. 





The broad scope of the lectures renders them 
of incalculable value, as both text and refer- AUTOMOBILE 
ence works, to men engaged in the fire insurance 
business, and to those who contemplate entering 
it. They will be found of genuime service by ex- 
ecutives, underwriters, adjusters, general, special > 
and local agents, insurance brokers, lawyers, 


es Assets $2,813,006.69 Reserves $1,797,974.00 
n Sunderlins Lectures are given answers to 
Surplus to Treaty Holders $1,015,032.69 


thousands of practical every-day fire insurance 











questions, as determined by the courts. The | 
user of these lectures can fit himself the better | 














for the intelligent handling of his business. 
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nances governing installation and requiring in- 
spection of electrical equipment. He was the 
author of “Special Agents Electrical Hand- 
Book,” published by The Spectator Company in 
1895, which was highly regarded as a guide 
to electricians and local electrical inspectors. 

Mr. Schoen was a charter member of the 
committee which formulated the national elec- 
trical code and he was a member of the sub- 
sequent. national electrical code committee of 
the National Board. Last May he was elected 
president of the National Fire Protection Asso- 
ciation, an organization in which he had been 
an active member for many years. He was 
a member of the governing committee of the 
Central Traction and Lighting Bureau and a 
past vice-president and a director of the Amer- 
ican Institute of Electrical Engineers. 

So widely known and highly thought of was 
Mr. Schoen in his profession that when the 
great electrical power companies sought to have 
their plants in the Southeast installed they 
looked to him for advice. 

He leaves his widow, who was Miss Sarah 
Calhoun of Abbeville, S. C., a daughter, three 
brothers and a sister. 


NEW AGREEMENT IN WEST VIRGINA 
Eastern Underwriters Agency Contract 
Likely to Be Used 
At a conference between representatives of 
the West Virginia agents and the West Vir- 
ginia Supervisory Committee and State Auditor 
Sam T. Mallinson of West Virginia late in 
July it was agreed, subject to the approval of 
the agents and the companies, to substitute the 
Eastern Underwriters Association form of 
agency agreement for the West Virginia agency 
agreement which the companies sent out last 
October to become effective January 1, 1928. 
The proposed agreement was satisfactory to 
State Auditor Mallinson and he agreed that if 
it became effective he would ask the Attorney 
General of West Virginia to seek dismissal of 
the injunction suit instituted against the com- 
panies in the West Virginia Uniformity Asso- 
ciation to restrain them from making effective 
the contract offered by them to the agents last 

fall. 





PUBLIC FIRE CORRES= 
PONDENCE 


National Agents Association Disap- 
proves Southern Plan 


MANY LETTERS EXCHANGED 
New Jersey Company Not Member of 
S. E. U. A.—Develops Unusual Plan to 
Garner Southern Business 
A considerable amount of correspondence has 
flowed under the bridge since July 25 when 
President W. Eugene Harrington of the Na- 
tional Association of Insurance Agents wrote to 
Secretary Ulric S. Atkinson of the Public Fire 
Insurance Company of Newark regarding the 
proposal of that company to establish what Mr. 
Harrington considers branch offices in the 
South-Eastern Underwriters Association terri- 
tory and which Mr. Atkinson prefers to desig- 
nate as brokerage offices, or, to be more specific, 

a brokerage office in Florida. 

The correspondence appears to have been 
terminated, at least temporarily, with Mr. Har- 
rington’s letter to Mr. Atkinson, dated August 
14, but the matter can hardly be said to have 
heen settled for in his concluding epistle, Mr. 
Harrington says that the entire exchange of cor- 
respondence will be placed before the executive 
committee of the National Association at its 
meeting at West Baden, September 17. Fol- 
lowing this meeting, he writes, there will un- 
doubtedly be given an official expression of the 
position of the National Association. 

The correspondence in its entirety, both vol- 
uminous and courteous on the part of both Mr. 
Harrington and Mr. Atkinson, consists in the 
main of Mr. Harrington pointing out why he 
considers the action of the Public Fire to be in 
opposition to the plainly expressed attitude of 
the National Association on the matter, and his 
hope that the Public Fire will abandon any idea 
that it may have of operating under a branch of- 
fice system. He expressed the belief that the 


action contemplated by the Public Fire was a 
blow at the American Agency System and that 
it would create a new form of non-policy writ- 
ing agents. 

Mr. Atkinson, holding strongly to his des’g- 
nation of the Public Fire plan as being simply 
the establishment of a brokerage office, was 
equally certain in replying to Mr. Harrington 
that such action in no way was a blow directed 
at the American Agency System, that it would 
not create a new form of non-policy writ’ng 
agents, since non-policy writing agents would 
not be dealt with in the brokerage office but only 
regularly licensed local agents, and that sincé 
the proposed office was not a branch office’ in 
the accepted use of the term was not, therefore, 
contrary to the letter and the spirit of the reso- 
lution passed by the mid-year meeting of the 
National Association last March, which dealt 


with branch offices and non-policy writing 
agents. 
In his next letter Mr. Harrington stuck to 


his guns and he added that while the Public 
Fire might term its office:in Florida, and like 
office elsewhere, brokerage offices, he was unable 
to distinguish between such a method of opera- 
tion and the so-called branch office to which the 
National Association definitely objected by Con- 
vention resolution. He elaborated his reasons 
in sustaining his position, and he reiterated his 
opinion that the proposed plan of the Public 
Fire was “fundamentally detrimental to the 
business of the policy-writing agents and our 
members, and that we must stand opposed to 
any method which tends toward the destruction 
or supplanting of the so-called American 
Agency System.” 

To this letter Mr. Atkinson replied at great 
length and showed himself absolutely uncon- 
vinced that Mr. Harrington was correct in his 
major or minor premises. But his letter con- 
tained the following paragraphs: 

“The truth of the matter, in our opinion, is 
that the gentlemen who represent the S.E.U.A. 

(Concluded on page 27) 


Extracts from Semi-Annual Statements of Fire Insurance Companies, as of July 1, 1928 
(Concluded from page 17) 
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‘ : Policy- Premiums Losses 
5 ? Name and Location of Company Year Assets holders Received Paid 
The trouble arose because ot the strong ob- a Oe ne a a aan ee 1928 2,435, 107 913,153 669,553 406,596 
ee 5 CR Pie ms 2 : 1927 2,540,694 781,055 727,306 422,260 
jection of the agents to the West Virginia South British, San Francisco................... 1928 993,668 781,851 93,911 47,051 
a ashe 's ¢ Rien : 1927 940,624 711,217 91,007 48,310 
agreement which provided for 20 per cent com- tar of America, New York City................ 1928 4,980,166 2.439368 1,067,785 517,208 
missions in clear agencies and 10 per cent com- ; » 1927 4,789,939 2,321,143 960,471 524,988 
and i ‘ = . I ° Shag CCRT IN Coe 5s os tA it SU eee 1928 4,386,985 2,169,608 1,000,795 536,044 
missions in mixed agencies. " ; ES 1927 4,315,662 1,757,726 1,317,936 685,241 
= ee den : ’ . sila Transcontinental, New York City............... 1928 1,553,430 727,441 472,338 206,025 
The proposed agreement has been submitted =~ LOR PAT 1927 1,443,620 751,503 537,371 160,050 
to the companies affiliated with the West Vir- Thames & Mersey Marine, New York City....... 1928 1,430,902 875,763 324,659 176,841 
pe sh ; Si, =. ‘ 3 1927 1,394,788 850,474 121,803 
ginia Uniformity Association and there seems Union Fire, Buffalo, N. Y...................... 1928 868,671 399,194 94,306 
2 ; 1927 825,769 439,213 0,87 
to be no doubt that it will be accepted by them Union Marine, New York City................. 1928 1,261,254 $96,354 167,855 ner 
ee oe > (its ihr 1927 1,175,020 817,49 164,952 158,173 
ae the companies could hardly disapprove for — word F, & M., Hartford, Conn...........0.... 1928 3,210,949 1,746,884 556,873 491/873 
West Virginia what they have approved for the < = 1927 3,121,885 1,360,009 $62,750 594,302 
i ® ‘ a a Yang Tsze Assn., Ltd., New York City.......... 1928 1,036,971 687,239 205,54 99,747 
ordinary territory in all the Eastern States and 1927 973,229 664,476 188,808 60,039 
found to have worked satisfactorily. + Began business in 1928. 
City Insurance Company of Pennsylvania 


Has paid losses for 
«ver 50 years 


J.HARRIS LENKER, President, 





SUNBURY, PENNA. 


A strong, conservative Company, noted for 


Organized 1870 
Cash Capital $600,000 


A. F. O’DANIEL, Secretary and Underwriting Manager 


fair and prompt ad,ustment of losses 
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Performance Guaranteed 


A Contract Bond does more than guarantee the completion of a construction project; it also 
assures the owner that the work will be completed free of liens and in accordance with the 
terms and specifications of the contract. 


For Example: 


Consider the two houses shown above. The contract 
price for the one at the left was $16.243.40; for the 
one at the right, $13,442,50. According to his repu- 
tation and experience, the contractor to whom these 
jobs were awarded was apparently capable of per- 
forming the work. Nevertheless, before the houses 
were completed he became financially involved and 
defaulted under both contracts. 


‘ Fortunately, each owner had required the con- 
tractor to furnish a Contract Bond. Under the per- 
formance feature of its bond on the first house, the 
F&D paid a loss of $4,105, and, in addition, paid 
approximately $4,300 to discharge liens which had 
been filed against the property. On the second 
house, the Company’s total loss was in the neighbor- 
hood of $7,000, 


Owners Save $14,960 


It cost these owners approximately $240 
and $200, respectively, to obtain the F&D’s 
guarantee that they would get the houses 
they wanted, when they wanted them, and 
at the prices they had agreed to pay. One 


doesn’t have to be an expert mathematician 
to figure that the first owner saved $8,160 
by reason of his foresight in having re- 
quired a Contract Bond, and the second, 
$6,800. 


The F«D’s files are replete with cases similar to these, each of which 
proves conclusively that an FeD Contract Bond is an investment in 
safety and satisfaction, not just an “extra expense.” 


FIDELITY AND DEPOSIT COMPANY 


OF MARYLAND 


Baltimore 





The surety agent who will consistently devote part of his 





FIDELITY AND SURETY BONDS time to the solicitation of bonds covering private contract BURGLARY AND PLATE GLASS INSURANCE 




















work, will find that this field will yield him lly 

worthwhile returns. To those wishing to know more ¢ 

about this interesting subject, the FaD will gladly send 
hl oo 4 1 hi A. .} . 











4 . r Lod r PS 
Address your request to the Production Department. 
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MASSACHUSETTS AUTO 
LIABILITY RATES 


Increase for 1929 Based on Records 
of 1927 


LOSS RATIO WAS 78.66 








Outburst Against Commissioner Not Justi- 
fied—Premiums Must Be Adequate 

Boston, Mass., August 21.—Figures submit- 
ted by Insurance Commissioner Wesley E. 
Monk of this State, at the public hearing last 
week, preliminary to the announcement of 
changes and advances in rates and territories 
applicable under the Massachusetts Compulsory 
Automobile Insurance Law in 1929, were de- 
rived from the returns which the insurance com- 
panies have been making during the past year 
and a half to the Commissioner under authority 
conferred on him by the law for collating such 
information as he deems necessary to maintain 
just and adequate rates. 

These figures show that the total earned pre- 
mium for 1927, the year on which the Com- 
missioner based the increases and decreases an- 
nounced by him, amounted to $16,806,377. The 
losses were $13,346,339. The total number of 
claims made during 1927 amounted to 48,519. 
The pure premium loss ratio for that year was 
found to be 68.7 per cent, while the actual loss 
ratio was 78.66 per cent. The greatest protest 
against the increases which the Commissioner 
proposed was made in behalf of the owners of 
private passenger cars of which there were reg- 
istered up to July 31, last. according to the 
Registrar of Motor Vehicles, 686,735 cars. As 
this was the first revision to be promulgated by 
the Commissioner on one complete year’s experi- 
ence, it was unfortunate that his action was 
misconstrued and looked upon by the other 
officials, including the registrar of motor ve- 
hicles, as an opportunity to be grasped for ad- 
vocating a system of State insurance, or the 
rating of each risk individually, as the only 
remedies, and also hited at by Governor Fuller 
as a contingency. The erroneous impressions, 
which thé public gained irom the first account 
of the proposed new rates put out in front page 
glaring headlines of the Boston daily press de- 
nouncing the Commissioner, were due likewise 
to several other public officials who saw fit to 
express their dissatisfaction at the way the 
Commissioner and the insurance companies were 
acting, particularly in that the Registrar urged 
the fixing of rates individually instead of geo- 
graphically, as now, deducing them from figures 
on file in his department. 

Since Massachusetts has forced its citizens to 
insure under this law. the cry that is raised now 
for insurance at cost is a hard one for the 
insurance companies to meet and the fact that 
this year the public has made an attempt to have 
fire insurance rates lowered, does not make the 
present situation any easier for the companies. 





Over a year ago the Commissioner’s attention 
was called to the practice of faking claims that 
was already prevalent. It was also about a year 
ago that the companies established an exchange 
for the distribution of information concerning 
the record of an operator of a motor vehicle by 
which means every insurance company has at 
hand data to determine whether a risk is a good 
or a bad one. It is these and a few other phases 
of the operation of the compulsory law, and 
their relation to rate making, which its critics 
know nothing of, but which they ignorantly used 
as handles during the recent outburst against 
the Commissioner. 


H. W. J. HARGRAVE MADE MANAGER 
Will Head Claim Department of National 
Bureau 
The National Bureau of Casualty and Surety 
Underwriters has announced the appointment of 
Herbert W. J. Hargrave as manager of the 
claim department. Mr. Hargrave has been as- 
sistant superintendent of the claim department 
of the New York office of the Indemnity Insur- 

ance Company of North America. 

He is a graduate of New York University 
and is a member of the New York Bar and is 
well and favorably known among claim men in 
New York city. 

The claim department of the National Bureau 
has operated up to the present time without hav- 
ing anyone giving his full time to the work, but 
with the coming of Mr. Hargrave it will be 
possible to develop its work to a greater extent. 


Compensation Expense Decision Delayed 
(Concluded from page 3) 

atory in shifting the burden of overhead from 

the large risks to the stnall ones. The extra 

charge would affect fully 75 per cent of Mich- 

igan’s compensation insurance purchasers, they 

maintained. 

The stock carriers, represented at the hear- 
ing by H. P. Stellwagen, secretary-treasurer of 
the National Bureau of Casualty and Surety Un- 
derwriters, cited the fact that the present allow- 
ance of some 10 per cent of premiums collected 
to take care of office expense and other constant 
overhead costs is entirely inadequate in the case 
of the small risks as each risk, large or small, 
entails practically the same office expense. As 
the stock carriers have so large a proportion of 
this business, the present situation naturally re- 
acts unfavorably to them, it was the pointed ont, 
and gives the mutuals an unwarranted advantage 
which they are striving to maintain by opposing 
the expense constant plan. Proof that an ac- 
tual increase is not wanted was cited in the gen- 
eral reduction contemplated. 

It was brought out during the submission of 
arguments that the published compensation rates 
are not being strictly adhered to and observers 
saw in this fact a possibility that an attempt 
may be made at the ensuing legislative session 
to establish a compensation rating division. 


2I 





F. HIGHLANDS BURNS 
DENIES RUMOR 


No Reason for Belief That Home 
(Fire) Affiliations Seek Stock of 
Maryland Casualty 








FORMATION OF HOLDING COMPANY 
GAVE RISE TO REPORTS 





Working Agreement Between Companies’ 
Field Men Involves No Acquisition of 
Interest 

Battrmore, Mp., August 21.—Insurance 
circles here are wondering whether the forma- 
tion of a holding company by the Home Insur- 
ance Company of New York means that that 
company will acquire an interest in the Mary- 
land Casualty Company of this city. 

For some time, the Maryland Casualty Com- 
pany and the Home Insurance Company have 
had a joint agreement whereby the field forces 
work for the mutual interests of the companies, 
and it has been reported, without substantia- 
tion, that the Home Insurance Company would 
buy an interest in the Maryland Casualty Com- 
pany. 

F. Highlands Burns, president of the Mary- 
land Casualty, squelched the report. Mr. Burns 
said this week that he had no reason to believe 
that the organization of the holding company 
means that it will buy into his company. 

The new holding company will have a cap- 
ital of $1,800,000 divided into 180,000 shares of 
a par value of $10 each. This is the same num- 
ber of shares as the Home Insurance Company 
has, but its shares have a par value of $100 each. 
This number of shares was fixed, it is said, 
because it will enable each stockholder of the 
Home to subscribe for the same number of 
shares in the holding company as he owns in 
the insurance company. The Home Insurance 
Company itself will not own any of the shares 
of the holding company. 

According to the New York story, the plans 
provide for the sale of the stock of the holding 
company, share for share, to Home stockhold- 
ers at $15 a share, giving the holding company 
$900,000 surplus and total assets of $2,700,000. 
One of the chief purposes in organizing the 
holding company is to have at hand the facilities 
for buying quickly a company which might be- 
come available. None of the fire insurance 
companies affiliated with the Home are owned 
by that company, but a majority of the stock 
of each is owned by stockholders of the Home. 


New York Indemnity Adds to General 
Agency Forces 
The New York Indemnity Company has an- 
nounced the appointment of Ryan, Reidy, Ken- 
nedy, Inc., as general agent for surety business 
at Syracuse, N. Y., and Wetterer & Company as 
general agent for surety business at Louisville. 
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Security Mutual Casualty Co. 
Cash Assets $9,902,640 Cash Surplus $2,710,000 
Fundamentally Right 


Economically Operated Financially Sound 


The largest carrier in 
the United States of 


Treaty Reinsurance and Catastrophe 
Excess Insurance on Workmens Compen- 
sation and/or Employers Liability 
All Forms of Public Liability, including 


Automobile and other Casualty Lines 


Inquiries Invited 


HENRY W. IVES & CO. 


United States Underwriting Managers 
75 FULTON ST., N. Y. Telephone Beekman 6727 


FACULTATIVE FACILITIES ON ACCIDENT & HEALTH 
BURGLARY, FIDELITY & SURETY 
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AMERICAN GUARANTY Co. 
COLUMBUS, OHIO 


J. B. Coambs, President 





“AMGAR” “AMGAR” 
FULL LIABILITY 
COVERAGE AND 
AUTOMOBILE PLATE GLASS 
INSURANCE INSURANCE 


“AMGAR” MEANS SECURITY 




















C.E Clarke, Pressdent J. R. Anthony, Jr. Secretary 


CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: Physicians Building, Jacksonville, Fla. 
Accident and Health Insurance 


Commercial and Industrial 














REINSURANCE 


FIRE and CASUALTY 
ROSSIA INSURANCE COMPANY 


of America 


THE FIRE REASSURANCE COMPANY 


of New York 


AMERICAN RESERVE INSURANCE CO. 


of New York 


LINCOLN FIRE INSURANCE COMPANY 


of New York 


THE FIRST REINSURANCE COMPANY 


of Hartford 





115 BROAD ST., HARTFORD, CONN. 
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ARE YOU IN A BLIND ALLEY 
9 





Can you see a way to better 
things in your present job? Will 
it land you where you want to be 
in ten years from now? 


A MAN CAN GO DEAD ON 
ANY LEVEL 


If you have thought about your 
job, and believe it is a blind alley, 
why not talk over working for 

this company. 
The necessary requisites are 
character and a desire to get 


? 


YOU 
































ahead. 
? WE WILL HELP YOU ON 
* YOUR WAY 
Write us, and in your letter, 
YOU tell us all about yourself. 
MERCHANTS LIFE INSURANCE CO. 





WILLIAM A. WATTS, President * 
W. E. BILHEIMER, Vice-Pres. and Manager of Agencies 


HOME OFFICE: DES MOINES, IOWA 
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FIELD MAN WINS PROMOTION 


C. L. R. Nichol Appointed Superintendent 
of Agencies for Standard Accident 


Announcement is made of the appointment of 
C. L. R. Nichol as superintendent of agencies of 
the Standard Accident Insurance Company and 
Phil L. Miller as agency supervisor, a joint 
position also occupied by Stewart Leitch. 

Mr. Nichol, until his recent appointment held 
the title of agency supervisor. 

Stewart Leitch, who continues as heretofore 
came with the Standard approximately a year 
ago after long experience with the Royal, Ocean 
and other companies. Since his connection with 
this company, he has ably supervised the East- 
ern, Northwestern and Pacific Coast territories 
and has formed many friendships among the 
Standard agents of these sections of the coun- 
try. 

Phil Miller is a graduate of the University 
of Illinois. He began with Standard in 1923 
as a member of the first students training class. 
After completing this course he was sent to the 
Chicago branch office where he 
special agent. From Chicago he went to Ohio, 
where for two years he covered the State in the 
same capacity. After acquiring this experi- 
ence he was brought into the home office as as- 
sistant to Mr. Nichol, a position he held until 
his present promotion. 


acted as a 


CHARTER AMENDMENTS ADOPTED 


Insurance Advertising Conference Had Mail 
Ballot on Membership Status 


Two amendments to the constitution of the 
Insurance Advertising Conference have been 
ratified by mail ballot and affect the status of 
membership. These amendments were proposed 
at a meeting of the executive committee of the 
Conference which was held in New York city 
in June and provide as follows: 

Article II, Section 2. Voting members shall 
be such individuals as subscribe to the Standards 
of Practice as established by the executive com- 
mittee, and apply for membership because of an 
interest in the broad subject of insurance adver- 
tising or publicity, agreeing to pay the estab- 
lished entrance fee and assume an obligation to 
promptly pay the annual dues as fixed by the 
executive committee. 

Article II, Section 3. Honorary non-voting 
membership may be voted by the executive com- 
mittee, or the members in regular or special 
meeting, in recognition of conspicuous service 
to insurance advertising, and shall confer the 
privilege of attendance at meetings only. Hon- 
orary members shall be exempted from charges 
and dues. 


E. Bodine Heads Detroit Branch 
Office 

J. Scofield Rowe, president of the Metropoli- 
tan Casualty Insurance Company of New York, 
has announced that the company’s Detroit of- 
fice, located at 2426 Buhl Building, heretofore 
a branch for fidelity and surety business only, 
will in the, future transact business on these 
lines and, in addition, clear all miscellaneous 
casualty business. 

This change elevates the office to the status 


Harry 


of a full-fledged branch and J. W. Wilmer who 
was in charge of the old office will continue as 
manager of the new. 


The newly created casualty department of 
the Detroit office has been placed in charge of 
Harry E. Bodine who has had extensive experi- 
ence in all lines of the business. Mr. Bodine 
hails from Texas, but has spent the last ten 
years in various parts of the country for vari- 
ous of the big companies. 


SIZE OF FORGERY LOSSES INCREASING 


W. L. Barnhart Says $100,000 Cases Are as 
Common Now as $10,000 Cases Years 
Ago 


Forgery cases involving $100,000 losses are 
more common these days than were $10,000 
cases a few years ago, according to W. L. 
(Bill) Barnhart of the National Surety Com- 
pany, who addressed the Rotary Club at the 
Waldorf-Astoria Hotel in New York city last 
week. The early part of the month, after can- 
celed vouchers have been returned by the banks, 
is the time preferred by forgers and check- 
passers for their crimes, declared Mr. Barnhart, 
because then the criminals have two or three 
weeks for their get-away. 

The speaker stressed the menace of forgery 
losses to industrial and business dealings as well 
as to personal finances and pointed out that re- 
covery of losses and punishment of the crime are 
difficult because forgers work in gangs headed by 
the “scratcher” who alters and forges the check 
and who is seldom caught. For accomplices, 
the ‘‘scratcher”’ has the ‘“‘picker-up” who secures 
checks, canceled vouchers, specimen signatures, 
etc.; and the “layer-down” who passes the al- 
tered and forged checks and converts them into 
cash or merchandise. Mr. Barnhart said that 
arrests of accomplices were frequent but that 
the “scratcher’ was not often reached. 


RELIANCE CASUALTY 
STARTS IN NEW YORK 


Active Newark Company Appoints 
Kenny Agency 
WILL WRITE AUTO RISKS ONLY AT 
PRESENT 
Unique Experience Rating Plan, Benefiting 
Assureds, Is Big Advantage 

The Reliance Casualty Insurance Company, 
Newark, which is headed by Russell B. Taylor 
as president and general manager, has begun 
business in New York and has appointed the 
Kenny Agency, Inc., of 80 Maiden Lane, New 
York city, as general agent for automobile lia- 
bility, property damage and collision lines to 
which branches it will confine itself in the Em- 
pire State for the present. The Reliance Casu- 
alty, under the direction of President Taylor 
since its formation early in 1926, has made rapid 
progress and has developed a system of experi- 
ence rating on automobile risks which, described 
fully in previous issues of THE SPECTATOR, pro- 
vides for the payment of regular premiums but 
allows a 5 per cent reduction for no accidents 
the first year, 10 per cent for no accidents dur- 
ing the second year and 15 per cent for none 
during the third year. After this the reduction 
continues at 15 per cent until a loss when, on re- 
newal, the full premium is again paid and the 
policyholder starts over again on the no-acc.dent 
plan. 

In addition to New Jersey and New York, the 
Reliance Casualty is licensed in Virginia and 
will shortly enter Delaware, District of Co- 
lumbia, Maryland and Pennsylvania. The com- 
pany’s capital is now $600,000 and its surplus to 
policyholders is $1,160,980. 

The Kenny Agency is one of the best-known 
agencies in New York city and has a large 
volume of business from a wide clientele. 

















NO USE PRAYING 


Divine aid is out of the question for increasing 
your business. The agent’s best bet is a home office 
that understands and co-operates all the time. 
service ‘‘as reliable as the Hudson”’ get in touch with 





HOME OFFICE, JERSEY CITY, NEW JERSEY 


M. A. KREPS—General Manager 


For 
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OFFER AVIATION AWARD 
Barber & Baldwin Give Trophy and Purse 
for ‘Safe and Sane Aviation” 

In the interest of safe and sane aviation, 
Barber & Baldwin, Inc., well-known aviation 
underwriters of New York, have offered a 
trophy and purse of $250 for award in connec- 
tion with the National Air Races which are to 
be held in California in September. The trophy 
and purse have been accepted by the governing 
committee of the California Air Race Associa- 
tion and will be awarded at the termination of 
the races on September 17. 

Neither the pilot whose performance is the 
result of excessive or unreasonable risk, nor 
the flyer whose accomplishment is achieved un- 
der conditions of unreasonably excessive cau- 
tion, is eligible for the award, the sole purpose 
of which is to encourage efficient flying under 
every-day practical conditions. 





Union Indemnity Pays Unusual Bank Loss 
in Record Time 

One of the most unusual robberies on record 
has just cost the Union Indemnity Company of 
New Orleans $17,500. This was the hold-up 
of the Westwood Bank & Savings Company of 
Ohio, which for pure originality and nerve com- 
pares favorably with the daring coups of his- 
tory. Burglars entered the bank at noon of a 
week day, gagged and bound the lone official 
in the bank at the time and then methodically 
closed the doors. Newly printed signs, carried 
expressly for the purpose, were hung conspicu- 
ously in the windows reading “Closed Until One 
O'clock.” The bandits then proceeded to loot 
the institution at their leisure. Their escape 
was as effective as their haul. 

The hold-up took place on July 25, and imme- 
diately upon receipt of the necessary evidence, 
payment was made by the Union Indemnity— 
eight days after the robbery. The officials of 
the Union Indemnity did everything in their 
power to facilitate an immediate settlement in 
order to reassure the depositors that the bank 
had not lost a cent in the robbery. 


Indiana Federation Elects Executive Com- 
mittee 

INDIANAPOLIS, IND., August 22.—The execu- 
tive committee of the Indiana Insurance Federa- 
tion was chosen by directors at a dinner in the 
Columbia Club of Indianapolis recently. About 
twenty-five directors attended. The board ad- 
vises the president, Howe S. Landers, on gen- 
eral conduct of the Federation’s affairs. Those 
elected were: Joseph Stickney, chairman; Clin- 
ton Lasher, Russell Byers, Herbert Barr, F. T. 
Fairchild and Bon O. Aspy, all of Indianapolis, 
and F. A. Tedford of Lafayette, J. C. Snyder 
of Crawfordsville, H. G. Gescheidler of Ham- 
mond and A. D. Merrill of Terre Haute. 








“The Insurance Man’s Restaurant’”’ 


46 GOLD STREET 


Between Fulton and John Streets 
New York City Phone Beekman 9991 | 

















The Employers’ 
Liability Assurance 
Corp., Ltd. 


The Employers’ Fire 
Insurance Co. 


American Employers’ 


Insurance Co. 


SAMUEL APPLETON BUILDING 
110 Milk Street, Boston, Massachusetts 


Practically every form of Insurance 
except Life 


The Difference Lies in SERVICE 


HE highly developed insurance 

policy of one reputable com- 

pany is essentially like that of an- 
other, in this year of 1928. 


The great difference lies in the 
service: 


—in the way a policy's invaluable pro- 
tection is made to fit your peculiar 
needs. 


—in the professiona’ counsel you re- 
ceive regarding its functions. 


—in the manner in which you are re- 
lieved of insurance detail and worry. 


—in obtaining for you the best possible 
policy, with the greatest possible 
security and the best possible pro- 
tection. 


In a word, the policy becomes more 
valuable when your insurance agent 
is competent, energetic, enthusi- 
astic. 


The Employers’ Group representative in 
your locality is sucha man. He has been 
selected with extreme care to carry on their 
policy of “the service that satisfies." You 
may depend on him, as an ever-increasing 
number of Employers’ policyholders are 
doing, the country over. 


The above is the message which The Em 
ployers’ Group is giving the insuring public 
through the media of national magazines. 

Agency connections with The Employers’ 
Group are still available for the competent 
insurance man. 





SEVENTEENTH ANNUAL SAFETY 
CONGRESS 
of Prominent Insurance 
Listed in Program 


The seventeenth annual Safety Congress un- 
der the direction of the National Safety Council 
will be held in New York from October 1 to 5, 
inclusive. How important a meeting this will 
be may be inferred from the fact that five 
hotels will be required to house the 110 meet- 
ings, that there will be 325 speakers and that at 
least 6000 persons from all over the country 
are expected to attend its sessions. 

A brief summary by A. A. Mowbray, director 
of publicity of the National Safety Council, 
states that active accident preventionists from 
coast to coast will relate their experience in 
successfully conserving lives and limbs and 
property. Health authorities will dwell on the 
subject of looking after the physical welfare of 
industrial employees. Fire prevention special- 
ists will outline methods of curbing the terrible: 
toll taken by flames. 

Among the speakers will be a number of well- 
known insurance men including: Robert I. Cat- 
lin, A2tna Life Insurance Company, Hartford; 
Dr. Louis I. Dublin, statistician, Metropolitan 
Line Insurance Company, New York; H. W. 
Heinrich, assistant supervisor, engineering divi- 
sion, Travelers Insurance Company, Hartford; 
Harold A. Ley, president, Life Extension In- 
stitute, New York; Walter Clifton, Metropoli- 
tan Life Insurance Company, New York; 
Walter S. Paine, research engineer, Aitna Life 
Insurance Company, Hartford; Joseph J. Far- 
rell, Travelers Insurance Company, Hartford; 
Dr. Arthur Keiringer, assistant medical director, 
Equitable Life Assurane Society, New York; 
G. W. Cook, Travelers Insurance Company, 
Hartford; Frank H. Wentworth, secretary-- 
manager, National Fire Protection Association, 
Boston; Harry E. Newell, National Board of 
Fire Underwriters, New York; Albert W. Whit- 
ney, acting general manager, and L. A. De 
Blois, director, safety engineering division, Na- 
tional Bureau of Casualty and Surety Under- 
writers, and Dr. Wade Wright, assistant med- 
ical director, Metropolitan Life Insurance Com- 
pany, New York. 


Number Men 











LO ree 


NATIONAL 
CASUALTY 





ARE YOU MAKING PROGRESS? 


If not would you like to know why 
NATIONAL CASUALTY Salesmen forge 
ahead continually? A post card inquiry will 


0. 

We have a complete line of Commercial, 
{ndustrial, Group and Deferred Payment Ac- 
cident and Health policies. A connection with 
this company may be the turning point in 
your life. 


NATIONAL CASUALTY CO. 
Detroit, Mich. 
W. G. CURTIS, Pres. 
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HEALTH AND ACCIDENT 
PROGRAM 


Chicago Convention to Have Several 
Important Speakers 








AD CAMPAIGN UP 





Entertainment Concentrated for First Day 
—Business All Day Thereafter 

The program for the twenty-seventh annual 
convention of the Health and Accident Wnder- 
writers Conference, which is to be held in Chi- 
cago, Wednesday, Thursday and Friday, Sep- 
tember 5, 6 and 7, has been completed. The 
sessions are to be held at the Edgewater Beach 
Hotel. 

The completed program follows: 


WEDNESDAY, SEPTEMBER 5 

Golf Tournament, 9:00 A. M.—Wilmette Country 
Club. Eighteen holes will be played in the morning, 
luncheon will be served and a final eighteen holes 
in the afternoon. 

Auto and Airplane Ride, 2:00 P. M.—Automobiles 
will take non-golfers to the Chicago Municipal Airport, 
where an opportunity will’ be given for everyone to 
make a flight. Many interesting sights can be seen at 
the largest commercial airport in the United States. 

Executive Committee Meeting, 8:00 P. M.—Berwyn 
Room. 


THURSDAY, SEPTEMBER 6, 10:00 A. M. BAN- 
QUET ROOM 
J. W. Schorr, Presiding 
Address of Welcome.—Colonel Lee Alexander Stone, 
Chicago. 
President’s Address—J. W. Scherr, president, Inter- 
Ocean Casualty Company, Cincinnati. 


SOUTHERN 
SURETY CO. 


Home Office, Des Moines, Iowa 














Statement as of 
December 31, 1927 


(Condensed from Statement of 
U. S. Treas. Dept.) 


Admitted Assets....... $8,857,801 
RE inex eew ond, 1,200,000 4 
NN 6 Fa 1,409,037 


Fifteen Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents. 





We Solicit and Write: 
Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 

Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 
Credit Insurance 





Let the Southern Serve You 











Address.—“The Effect of Aviation on Personal Ac- 
cident Insurance,” Harold Jackson, vice-president, Wm. 
H. McGee & Co., Inc., New York city. 

Following this address, an informal discussion will 
take place: 

Report of the Executive Committee, Watson Powell. 

Report of the Entertainment Committee, Tod M. 
Simmons. 

Report of the Grievance Commitee, C. W. Ray. 

Report of the Membership Committee, John Hall 
Woods. 

Report of Treasurer, Harold R. Gordon. 


THURSDAY, SEPTEMBER 6, 2:00 P. M. 
Banquet Room 
Address.—“Modern Trends in Disability Insurance,’ 
D. C. MacEwen, junior vice-president, Pacific Mutual 

Life Insurance Company. 
Address.—“‘Psychology in Underwriting,” Dr. H. W. 
Dingman, vice-president, Continental Assurance Com- 


pany. 
Address.—“Salesmanship,” James L. Rainey, agency 

supervisor, Missouri State Life Insurance Company. 
Report of the Manual Committee, R. S. Hills. 
Report of the Statistical Committee, L. D. Cavanugh. 
Report of the Credentials Committee, G. R. Kendall. 
Report of the Legislative Committee, E. J. Faulkner. 


THURSDAY EVENING, SEPTEMBER 6, 7:30 P. M. 
BANQUET ROOM 

Annual Conference Dinner.—J. W. Scherr, toast- 
master. 

Speakers.—Chas. H. Burras, president, National As- 
sociation of Casualty and Surety Agents; Dr. Robert 
Slingsby, professor of Marketing and Business Re- 
search, DeForrest University; dancing will follow the 


dinner. 


FRIDAY, SEPTEMBER 7, 10:00 A. M. 
BANQUET ROOM 
Presentation of the report on _ public 
the Health and Accident Underwriters Conference by 
the Insurance Advertising Conference. 
Report of the Educational and Publicity Committee, 
E. C. Budlong. (Discussion.) 
Roundtable discussion “Is the Number of Policies 
Declined Too Large?’’ Introduced by Ted M. Sim- 
mons, Pan-American Life Insurance Company. 
Roundtable discussion “‘Are Health Insurance Rates 
Adequate?”’ Introduced by George Manzelmann, North 
American Accident Insurance Company. 
Report of the Auditing Committee, A. D. Johnson. 
Report of the Resolutions Committee, E. S. Bean. 
Other committee reports, election of officers and un- 


relations to 


finished business. 


MICHIGAN AGENTS’ MEET= 
ING 





Tentative Program Arranged at Com- 
mittee Sessions 





DATES ARE SEPTEMBER 12 AND 13 





Speakers to Include the State Insurance 
Commissioner and the National As- 
sociation President 


Lansinc, Micu., August 21.—A tentative 
program for the convention, September 12 and 
13 at Muskegon, of the Michigan Association 
of Insurance Agents was outlined here last week 
at a meeting of the governing conference, and 
advisory committees of the Association. 

Addresses by President W. Eugene Harring- 
ton, Atlanta, president of the National Associa- 
tion, Commissioner Charles D. Livingston of 
the State Insurance Department, and another un- 
named speaker will feature the Muskegon gath- 
ering, it was decided. Both Mr. Harrington 
and Mr. Livingston will talk at the afternoon 
session of the first day, while the other featured 
speaker will appear on the banquet program in 
the evening, details of which have not yet been 
worked out. 

The convention will open at noon September 
12, with a round-table luncheon of State Asso- 
ciation and local board officers, it was decided. 
The big afternoon session will be one of the 
highlights of the convention while the banquet 
in the evening, likely to be held at the Occi- 
dental hotel, will be the principal social event 
of the convention. 

A “business building” session, which is likely 
to uncover some excellent suggestions from local 
agents, will mark the morning session of the 
second day. This will be a closed meeting for 
the Association members only. Routine busi- 
ness, including election of new officers and sub- 
mission of reports will mark the luncheon meet- 
ing. 
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CAPITAL 





84 William St. 


THE 


| INSURANCE COMPANY 
OF AMERICA 


JAMES GIBBS, President 


ST 6h esse vaensets cenaes 


| CASUALTY AND SURETY REINSURANCE 
| AND EXCESS COVERS 
EXECUTIVE OFFICES 


Telephone, Beekman 0890 


ES 8S 


$ 600,020 
1,112,511 


New York City 
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WANTED 


American Investment 
Securities 
Boston Insurance 
Columbian Nat’l. Life 
New Hampshire Fire 


and all other 


Incorporated 


Sears Bldg. 





United Life & Accident 


New England Insurance Stocks 


CHAS. A. DAY & CO. 


Boston 











| 





J. S. RIPPEL & CO. 


Dealers in 


Newark Bank, Insurance 


and Title Stocks 


Municipal and 


Public Service Corporation 


Securities 





18 Clinton St. 
Established 1891 


Newark, N. J. 














Price on Application 


| Insurance & Bank Stocks 
75 Maiden Lane, New York 
Telephone Beekman 6480 





INDEPENDENCE 
INDEMNITY CO. 


Notable progress of the Com- 
pany as reflected in Premium 


| Income: 

| 1923......... $2,708,999 

| 4925.11.11 7,095,260 
1927.1... 8,532,780 


| This Stock should be bought 
| for future enhancement in value. 


Perez F. Huff Co., Inc. 
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R. C. TOOMBS FIGHTS 
EXTRADITION 


Says International Life Assets Are in 
Chicago—Stock in New York 


RECEIVERSHIP STATUS ARGUED 


Jurisdiction Considered Paramount Issue 
as Hearing Opens in Kansas City 

Cuicaco, Itt., Aug. 21—Roy C. Toombs, the 
muchly sought after president of the Interna- 
tional Life of St. Louis, seems determined to 
stay in Illinois, rather than face larceny 
charges made against him in St. Louis in con- 
nection with the disclosures of shortages in the 
life company assets. In spite of the fact that 
Governor Len Small has agreed to an extra- 
dition he is remaining in Illinois under a Fed- 
eral neexeat order, granted so that he can testify 
before Referee in Bankruptcy Garfield Charles 
in the investigation into the Bankrupt Toombs- 
Daily Co., the investment house where affairs 
have been mixed with the life company’s. 
Toombs was president of it also. 

Toombs’ testimony so far has not been very 
enlightening. He says that a local broker has 
the $3,500,000 of International missing assets, 
but refuses to divulge the name, and says that 
two thousand shares of the holding company 
stock has been intrusted to the vice-president of 
a New York bank. 

Toombs for the past week has been giving 
the local authorities a merry chase, as they 
sought to arrest him on the St. Louis warrants, 
but he successfully confounded their efforts 
when his attorney got the Federal writ. Toombs 
is expected to fight extradition vigorously 





Sr. Louts, Mo., Aug. 21.—Federal Judge Al- 
bert L. Reeves of Kansas City, sitting in the 
United States District Court here Wednesday, 
will hear arguments for and against a continua- 
tion of the Federal receivership for the Inter- 
national Life Insurance Company. 

It is anticipated that he will withhold a de- 
cision for several days, because of the close 
points of law involved in the question of whether 
the Federal or State courts should untangle the 
financial affairs of the life company, which was 
crippled by the removal of $3,562,952 in cash 
and securities and the charging off of $655,000 
additional in assets. 

The receivership status will be the first point 
settled before Judge Reeves will consider any 
plan for reorganization or reinsurance. 

The question of jurisdiction is paramount. 

Judge Reeves in Kansas City on Monday 
conferred with Judge Kimbrough Stone, of the 
United States Circuit Court of Appeals; Fed- 
eral District Judge Merrill Otis, and Robert E. 
Daly, actuary and acting Superintendent of the 
Missouri Insurance Department, and also State 
receiver for the International Liie. 

Through an understanding between the two 
receivers, W. F. Grantges, first vice-president 
and general manager, has been supervising the 
company’s affairs, and the status quo ante was 
maintained pending a decision on jurisdiction. 

Federal subpoenas have been issued for three 





witnesses wanted at the hearing before Judge 
Reeves. They are Charles L. Brennaaun, sec- 
retary of the International Company of St. 
Louis, who is directed to bring books and rec- 
ords of that company; E. G. McGee, examiner 
for the Missouri Insurance Department, who 
is required to produce examiners’ reports and 
department orders to the company, and S. T. C. 
Rafferty, actuary for the company, who must 
bring his report of the condition of the company 
as of June 30. 


AVIATION EXPERTS TO ADDRESS 
AGENTS 
William P. MacCracken, Jr., and Horatio 
Barber Added to West Baden Pro- 
gram 


William P. MacCracken, Jr., assistant secre- 
tary for aeronautics of the Department of Com- 
merce of the United States, acting Secretary 
of Commerce, and secretary of the American 
Bar Association, will give the principal address 
covering the general subject of aeronautics as 
applied to the progress of the United States at 
the annual meeting of the National Association 
of Insurance Agents at West Baden Springs, 
Ind., September 18, 19, 20 and 21, where an 
entire convention session has been reserved for 
this subject. It is hardly necessary to point 
out how well equipped Mr. MacCracken is to 
lead in the discussion of aeronautics which is 
so rapidly becoming a matter of the greatest im- 
portance to insurance men. 

Another striking feature of this session of 
the National Association meeting will be a tech- 
nical discussion of airplane insurance by Horatio 
Barber, of Barber & Baldwin of New York, 
pioneer of aviation and aviation underwriting. 
Mr. Barber was invited by London Lloyd’s in 
1912 to write the first airplane policy, with him- 
self as beneficiary. He became aeronautical 
consultant to a group of underwriters in Lon- 
don and in 1922 came to this country where he 
established the firm of Barber & Baldwin. 


Field Divisions of the Recording and 
Statistical Bureau 


The Recording and Statistical Bureau, Inc., 
of 76 William street, New York announces that 
its branch offices and managers are as follows: 
3oston, 216 Tremont street, T. J. Mims, man- 
ager; Chicago, 222 West Adams street, J. P. 
Peyton, manager; Detroit, 2210 Park avenue, 
T. K. Thalen, manager; New York, 76 William 
street, C. P. Ledermann, manager; Montreal, 
407 McGill street, S. P. Mapes, manager; To- 
ronto, 45 Richmond street, West, C. Scott, man- 
ager. The executive offices are also located at 
76 William street, New York, and the officers 
of the Bureau are: R. G. Clarke, president, 
R. E. Fletcher, vice-president, and E. E. L. 
Taylor, secretary. The Bureau truly states that 
“Success in any business without ex- 
ception results from analyzed experience. With 
centralized capital and the merging of allied 
interests, competition is the intensive ; 
fatal unless counteracted by a wisdom born of 


almost 


more 
experience.” The Bureau is well equipped to 
tabulate facts and 
figures for insurance and business concerns. 


handle, sort, arrange and 
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Home Fire Security Corporation 

As announced in THe Spectator of last week, 
a holding company to have capital of $1,800,- 
000 and a surplus of $900.000 was authorized by 
the directors of the Home Insurance Company 
of New York at a meeting held August 13. A 
name, the Home Fire Security Corporation, has 
now been selected for the new company. As 
announced last week it will have 180,000 shares 
of a par value of $10 each. Stockholders of 
the Home Insurance Company of record Sep- 
tember 15 will be offered these shares at $15 a 
share, payable on or before October 15. 

President Tyner said that in the judgment of 
the board of directors the proposed privilege 
to buy the stock, if exercised, should in time 
prove of considerable value to the subscribers. 
He said that the board wished the stockholders 
to know that provisions had been made where- 
by any stock of the new corporation not sub- 
scribed for by the stockholders of the Home 
Insurance Company will be taken up at the price 
at which it is to be offered to the Home stock- 
holders. 





Public Fire Correspondence 
(Concluded from page 19) 


companies are bringing to bear every particle 
of influence which they can muster, in opposition 
to our brokerage plan, and they are seeking the 
support of the National Association through 
you; making threats of reprisal if it is with- 
held. (The italics are Mr. Atkinson’s.) 

“Under the circumstances we would ask that 
you make further investigations of the proposi- 
‘ion which we submit and look at it from a 
country-wide instead of a sectional standpoint ; 
then judge it fairly and squarely on its merits 
w.thout regard to what company officials or or- 
ganization may say about it.” 

It seems probable that these two paragraphs 
were not especially pleasing to Mr. Harrington. 
At all events his reply was short compared to 
his former letters. He wrote that he could only 
reaffirm the opinion heretofore expressed. He 
added that he sincerely regretted that Mr. At- 
kinson’s letter implies that his judgment may 
have been swayed by any threats of reprisals. 
He announced, as we said above, that the cor- 
respondence would be placed before the execu- 
tive committee of the National Association next 
month at West Baden. 

Whether or not Mr. Atkinson's arguments 
will be more convincing to that committee than 
they have been to the president of the National 
Association remains to be seen. 


Royal Seventy-Five Years in San Francisco 

Commemorating the seventy-fifth anniversary 
of the opening of the Pacific Coast department 
at San Francisco of the Royal Insurance Com- 
pany, H. R. Burke, Pacific Coast manager, has 
published a booklet, “75 Royal Years,” which 
outlines the history of San Francisco and the 
activities of the Royal. There are many fine 
illustrations, which include pictures of San Fran- 
cisco at various times during the past three 
quarters of a century, and the publication is 
well in keeping with the high standing of the 
great company it represents. 
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OR six weeks after James G. secured his con- 

tract as an insurance salesman he worked 
with no results whatever. Try as he might, he 
could find no explanation for his failure. He 
knew he had worked faithfully, but the days 
continued to pass with nothing to show for his 
efforts. He became discouraged, told his asso- 
ciates he was convinced that he was entirely un- 
fitted for selling insurance, announced his in- 
tention of resigning. 


An officer of the company was sent to see him. 
The older man told him of the motives and 
purposes of the company, made him conscious 
of its personal interest in every member of the 
organization. 


“We believe in our men,” he said, “as Napoleon 
believed in his soldiers when he told them that 
each of them, no matter what his rank, carried 
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the badge of a marshal in his knapsack.” 


James G. resolved to merit this confidence, to 


avail himself of the material and spiritual resour- 
ces of the organization of which he was a part. 
He set to work with fresh enthusiasm. In less 
than five years his income was $1,000.00 a 
month. By the time he was forty he had 
accumulated a fortune, was an officer in the com- 
pany, and was recognized as one of the leading 
insurance men in the South. 


Today James G. says that he owes his success 
to the man who refused to let him give up be- 
cause he was failing —to the company that gave 
him encouragement in his dark hour, that made 
him stiffen his backbone and hang on with grim 
determination, that insisted upon standing be- 
hind him simply because they believed he had 
it in him to become an asset instead of a liability. 


“Carrying Our Men To 
Success With Us’? 


ailing 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
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The Type of Men Who Make Good 


by a statement made in days gone by 

Herodotus who said: “It is a law of 
nature that faint-hearted men should be the fruit 
of luxurious countries; for we never find that 
the same soil produces delicacies and heroes.” 
If any statement could be applied to the life of a 
debit man, I am sure that the above does so 
apply. Industrial insurance is not by any means 
the product of a luxurious country but on the 
other hand, it is the product of the soil of ambi- 
tion and energy. It takes a “he” man for the 
debit and no other can expect to make a suc- 
cess of the business. There are certain types of 
men who make a success of any kind of work, 
and it takes a special type of man to make good 
in the industrial insurance business, and it is 
about this type that we wish to make a few 
comments. 

One thing typical of the man who makes good 
is that of politeness. No industrial man can 
make good long without this most desirable 
trait. It has been said that “politeness is to do 
and say the kindest things in the kindest way.” 
And so far as the debit is concerned, I am sure 
that this statement is absolutely correct. Po- 
liteness and kindness really are the greatest as- 
sets that any insurance man could possibly 
possess. I am sure that there could be no 
doubt about this because there are too many 
debit men who have proved it to their own 
satisfaction. One of the biggest debits that I 
have any knowledge of is carried by a man 
who is the very personification of all that may 
be called kindness and politeness. The debit 
man should not only be kind and polite to his 
policyholders and prospects but should also be 
kind and gentle to even the children and old 
folks. In fact, there is nothing that will be 
more advantageous to the success of the debit 
man than that of having a good word for every 
one and for everything. This, however, must 
be genuine and must not be counterfeit. 


T HE subject of this article was suggested 


Be PoLitE 

Politeness makes a man appear outwardly 
as he should appear inwardly. It is the veneer 
that we put on our manners to make them look 
polished. It is an anaesthetic that we administer 
to others in order that our words may not 
wound, but that on the other hand they may well 
have a good effect. I know one agent who lost 
a twenty-five thousand dollar ordinary policy 
just because he did not apply his politeness as 
he should have. And this is the way that he 
rubbed the hair the wrong way. In speaking to 
a very prominent doctor, he said: “Doctor, do 
you have your business affairs arranged as you 
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would like to have them should you die unex- 
pectedly? “Yes,” was the doctor’s reply. “Well, 
I do not think so,’ said the agent to which the 
doctor correctly replied: “Well, you seem to 
know more about my business than I do myself.” 
The result was that the agent lost all the 
ground that he had ever gained. This particu- 
lar agent made a great blunder and it cost him 
several hundred dollars in so doing. Politeness 
would, therefore, be the art of easing off the 
jars and saving so many collisions in thought 
and action. 

Agents must be careful, however, to not mis- 
use their politeness because over-politeness sig- 
nifies insincerity and leaves a bad impression 
that can not be very well overcome. The cour- 
tier, and the debit man is a courtier of the high- 
est type, is without feeling; is without resources 
and is usually the prime minister of politeness. 
One unstudied, natural act of politeness is worth 
a whole carload of polite anaesthetics. You may 
polish a stone and it is just as hard and cold 
as ever. So it is with some people who are 
polished. Politeness is not a sure sign of wis- 
dom or sincerity, but the lack of politeness is 
proof that we are indeed sadly lacking in a 
most desirable trait of character. 

The type of man who makes good must also 
be a man of very much patience. It is said that 
a certain drygoods salesman in the city of Lon- 
don acquired such a reputation for patience 
that a lady of very high rank in society deter- 
mined to subject him to a very severe test; 
but failing to disturb him by a long series of 
petty vexations, was so delighted by his equan- 
imity that she provided him with the necessary 
capital to go in business for himself. In this 
case, patience was his greatest capital. The debit 
man who feels that he is not making the prog- 
ress to which he is justly entitled should re- 
member that it takes a great deal of patience 
to make the grade in business of any kind. And 
this is especially true in the insurance business. 
It requires a great deal of patience to learn the 
business and to acquire the habit of matching 
wits with the world. But it is one of the great- 
est training schools in the world, and if a man 
does not make anything but a bare living for 
awhile, he should be patient like Abraham Lin- 
coln was when he said: “I will prepare my- 
self and some day my opportunity may come.” 
Lincoln’s opportunity did come and it will come 
to any industrial insurance man who has the 
patience and the courage to keep on keeping on. 

It is a very easy matter to become discour- 
aged and feel like quitting, but it should be 
kept in mind that any one can be a quitter, but 
that it takes real courage and manhood to hold 
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on when all the clouds of life seem to be dark. 
It is a test of character of the very highest 
type to be able to stand up and smile the smile 
of optimism when all the world seems to be 
full of opposition and resistance of the hardest 
kind. The man who never had a struggle of 
some kind is not the man to make good on the 
debit. And there is absolutely no reason why 
any debit man should become so discouraged 
as to want to give up. When you have such a 
frame of mind, it would be well for you to ask 
yourself these questions: What can I gain 
by quitting anyway? The answer, of course, 
is that there nothing to be gained by quitting 
anything that has a future to it, and there is 
absolutely no business that offers the opportuni- 
ties that life insurance does for the same amount 


“of time and energy expended in making good. 


Then he should ask himself this question: Will 
I find it any easier to make good in something 
else if I fail at the insurance business? And 
every sensible man knows that when a man fails, 
it is decidedly harder to do well in something 
else. The man who fails at one thing will find 
it distinctly harder to overcome the same dif- 
ficulty in another line of business. The business 
world is not looking for failure but are demand- 
ing that the people they employ have been suc- 
cessful in past occupations. It takes a success- 
ful man to be able to climb in any business. 
And the debit man who feels that his supply of 
patience is about exhausted should make another 
effort, and restock his larder. 


Don’t FEAR WorK 

The great trouble with most of us Americans 
is that we wish to begin at the top of the ladder 
of success instead of at the bottom where we 
rightly belong. We have allowed ourselves to 
pitch our scale of living entirely too high; in 
other words, we all try to live like people who 
have been working for forty years to reach 
their present scale of living. We get entirely 
too impatient with ourselves, and the result is 
that too many people fail because they start at 
the top instead of the bottom. The man who 
makes only one hundred dollars per month 
should be content to live on that scale until 
conditions justify his living on a higher and 
better scale. Unless he does that, conditions 
will eventually cause him to have to begin over 
again where in reality he should have begun 
anyway. And any sensible man is bound to ad- 
mit that it is decidedly better to begin at the 
right place than it is to have to be forced to 
do so later. This needs no argument. 

The type of man who wins in the game of 
life is also the man who knows the real mean- 
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ing of perseverance and push. I know one life 
insurance salesman who sells nearly a half mil- 
lion dollars worth of life insurance every year 
and his friends tell me that the only secret he 
has to success is perseverance. In other words, 
he will not acknowledge defeat. And when he 
once tackles a man whom he regards as a pros- 
pect, he holds on with a death like grip until 
he eventually gets the name on the dotted line. 
It is true that he does not always get him the 
first interview, but he just keeps on calling un- 
til he does get him. He calls and calls and 
with every call he leaves a word or two that 
clinches another idea until finally the man takes 
it. It is said that this man does not in a strict 
sense know very much about life insurance; 
in fact, his knowledge is very limited. He may 
know the difference between a whole life and an 
endowment, but beyond this he is not so well 
stocked with insurance knowledge, but he does 
know the real meaning of perseverance and 
push. He pushes every obstacle out of his way 
and just stays at his post of duty. 

It is an obvious fact that the man who lies 
down on a hard job can not expect to get very 
much rest. The most useful rest that any real 
man can enjoy is that of work well done. There 
are any number of men who resolve that they 
will do certain things but there are compara- 
tively few who have the nerve to persevere un- 
til success crowns their efforts. Patient per- 
severance will find the ratio of results to reso- 
lutions all the time. Nearly all men have the 
ambition to begin, but there are comparatively 
few who have the towpath grit to stick to the 
end of the trip. There is no harm in a man 
exhausting his energies before he reaches his 
goal, but there is absolutely no excuse for him 
quitting until he has fully exhausted his ener- 
gies. Keep driving as long as you have any 
life within you and then if you have to fall out, 
you are a anyway, and can not be 
Hold your head high. 


success, 
downed. 

I wish I were able to paint a sign and hang 
up all along the debit man’s highway these 
words: “Go On.” If these two things could 
be drilled into the very conscience of every 
debit man, and he could realize their full sig- 
nificance, there would be no reasonable allot- 
ment that he would not be able to make. When 
discouragements beset you on every side, just 
remember to “Go On.” When collections are 
bad, and people want to lapse their policies, he 
should again bear in mind that there is but one 
thing for him to do and that is to “Go On.” 
When he cold canvasses without much results, 
the same thought should come forth from his 
inner being to “Go On.” When his policyhold- 
ers get in arrears, and it looks like in spite of 
all he can do he has the business, there should 
be but one thought uppermost in his mind and 
that is to “Go On.’ When people close the 
door in his face, and say “I am not interested,” 
he should remember that he has but one alter- 
native and that is to “Go On.” When his as- 
sistant is a little displeased with his efforts, he 
should take it as a good indication that he is 
disappointing some one and perhaps he may be 
the one most disappointed in the final account- 
ing, and should therefore make up his mind, 
that come what will, he will do but one thing, 


and that is to “Go On.” The man who has this 
“Go On” attitude as he should have will arrive 
at the proper destination and nothing will ever 
be able to deter him from his purpose. It takes 
perseverance to make good on the debit or any 
where else, and no man can win in the game of 
life without a great deal of it. So, if any debit 
man does not have it as much as he thinks he 
should, he should at once resolve that he will 
And jot this 
down: You cannot find an outstand-ng success 
to-day that is not the direct result of the mule 
nature in man to pull a big load over a long, 
long trail. And by all means, bear the thought 
in mind that you are not the only man in the 
world who is having a hard time. The most 
successful men on the globe, and those that you 
think are sailing upon flowery beds of ease, if 
the truth were known, are having a much 
harder time than you are able to imagine, but 
they keep busy, and do not have time to think 
about their troubles. They will win out and 
will be able to make good in life. 

The man who is polite, patient, and perseveres, 
will know the full meaning of that which is 
dearest and closest to him, and that is duty. And 
how well this illustrates what Lamartines say- 
ing was that there is only one stimulant that 
never fails and yet never intoxicates—duty. 
Duty puts a blue sky over every individual— 
up in his heart, maybe—into which the sylark, 
happiness, always goes singing. Duty is the 
very end and aim of life. The truest pleasure 
of all is that derived from the consciousness of 
its real fulfillment. There is something in 
every man that urges him to do his duty. 


Reinsurance Life Celebrates Tenth Anni- 
versary 

In celebration of his tenth anniversary the Re- 
insurance Life Company of America, Des 
Moines, Iowa, has sent out a handsome card 
to its friends and associates extending cordial 
greetings and sincere good wishes for their hap- 
piness and prosperity. “We feel,” the card says, 
“that this occasion affords special opportunity to 
give thanks for the loyalty of those friends and 
the inspiration it has been to us during so many 
years.” 


A 


CAMPAIGN IN INDUSTRIAL 
Eureka-Maryland’s Success 


3ALTIMORE, Mp., August 20.—One of the most 
successful ordinary and industrial campaigns 
ever held by the Eureka-Maryland Assurance 
Corporation of Baltimore has just been con- 
cluded, according to President Joshua N. War-. 
field. 


In the ordinary field $654,810 more than was 
accomplished during the mid-summer campaign 
of 1927 was reported this season. This record 
is more than double the production of 1927. 

In the industrial field, the Southern division 
succeeded in excelling all previous records for 
a mid-summer campaign, writing $178,170 more 
than was recorded to its credit in 1927. 

The Washington district led this organization 
by writing more than double the amount written 
in 1927, as did Philadelphia. 

Pittsburgh, Penna., stands at the head of the 
entire field for total results of more than $500,- 
000. The Northern division as a whole, Mr. 
Warfield reported, did not quite reach last year’s 
total. 

On a per capital basis the agency at Nan- 
ticoke, Penna., under the leadership of A. S. 
Dobkowski, topped the entire field. 

The following is a list of the agents produc- 
ing over $30,000: 

R. Seibert and M. S. Parelstine, Pittsburgh; 
$65,000 and $56,000, respectively; P. Lynch, 
Wilkes-Barre, $50,000; A. Shumigay, Cleveland, 
$35,000; M. W. Stypula, Braddock, Penna., 
$35,000; G. Sloop and J. Piterski, Pittsburgh, 
$34,500 and $31,000, respectively; J. Brennan, 
M. A. De Cusatis and A. S. Dobkowski, Haz- 
elton, Penna.; S. C. Hartman, Wilkes-Barre; 
B. Mills, Washington; F. Mondik, Hazelton, 
and H. Sergott, Nanticoke, $30,000 each. 

The district totals are as follows: 

Nanticoke, $55,000; Pittsburgh, $501.750; 
Hazelton, $260,000; Braddock, $131,000; 
Wilkes-Barre, $260,000; Washington, $182.500; 
Scranton, $45,000; Philadelphia, $76,000; home 
office, $10,760; Hagerstown, $32,000; York, $35,- 
000: Harrisburg, $27.000; Cambridge, Md., 
$20,500; ordinary agencies, $334,500; Cumber- 
land, Md., $25,500; Frederick, Md., $14,000, 
and Baltimore, $78,500. 
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desired for a limited period of time to supervise the installa- 
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J. N. REINHARD HONORED 
Chicago Superintendent of Western and 
Southern Has Served Company Twenty 
Years 

J. N. Reinhard, Chicago resident superintend- 
ent of agencies of Division E, comprising Chi- 
cago and adjacent territory of the Western 
and Southern Life Insurance Company, was 
tendered a banquet at the Palmer House by the 
superintendents Thursday evening, August 16, 
in honor of his twentieth anniversary in the 
service of the company. Mr. Reinhard began 
his career for the Western and Southern in 
Toledo. When the company decided to operate 
in Chicago Mr. Reinhard was selected as dis- 
trict superintendent and later on superintendent 
of agencies of the entire division. 


The toastmaster was Arthur Miroff, superin- 
tendent of the Douglas Park district, who won 
this signal honor by having his district lead in 
a production contest on an “Average per man” 
basis. The chief speaker of the occasion was 
W. J. Williams, president of the Western and 
Southern Life Insurance Company. The other 
speakers were: Hon. A. I. Vorys, of Colum- 
bus, Ohio, a director of the company and former 
Ohio State superintendent of insurance; Hon. 
Wm. H. Lueders of Cincinnati, Judge of the 
Probate Court, Hamilton County, Ohio, and a 
director of the company; and George R. Boyce, 
vice-president of the A. M. Castle Steel Com- 
pany. The home office was represented by H. 
Thos. Head, director of agencies; Charles M. 
Biscay, manager, ordinary department; J. J. 
Doyle, editor of Field News and publicity man- 
ager, and E. E. Reynolds, supervisor. The out- 
of-town superintendents were: J. L. Morgan 
of Toledo, Ohio, and A. D. Troxel of Ports- 
mouth, Ohio. The testimonial presentation to 
Mr. Reinhard was made by Ed. Shoemaker, 
superintendent of Peoria. Over one hundred 
leading field representatives of Division E 
were in attendance. 


Columbus Mutual Having Big Agency 
Meeting 

The Columbus Mutual Life Insurance Com- 
pany, Columbus, Ohio, has invited one thousand 
Central Ohio underwriters, representing all com- 
panies to attend the opening session of its 
Agents’ Convention, August 22 in Columbus, 
when James V. Barry, New York, vice-presi- 
dent of the Metropolitan; Darby A. Day, Chi- 
cago, manager of the Union Central are to speak, 
along with William C. Safford, Ohio State 
Superintendent of Insurance. 

The convention will continue over August 23 
and 24. Dr. Charles J. Rockwell, director of 
the Rockwell School of Insurance, is to give 
four addresses. Talks will be made also by 
James P. Sullivan, general agent at St. Louis 
for the Lincoln National; M. D. Donham, Co- 
lumbus, general agent for the National Life of 
Vermont; C. F. Durrant, Pontiac, Mich.; E. 
R. Kuck, Sidney, Ohio; Elmer A. Newark, 
Lansing, Mich.; H. A. Sprow, Bryan, Ohio, 
and others. 

At the agents’ banquet on the evening of 
August 23, Charles Milton Newcomb of Cleve- 
land is to furnish entertainment. 


Excelsior Life Has Big Month 

J. J. Robichaud, provincial manager for in 
the Province of Quebec for the Excelsior Life 
Insurance Company of Toronto, reports that 
the total volume of life business written during 
July, which was termed W. F. Smith’s month 
in honor of the superintendent of agencies, was 
in excess of $1,300,000. This represents a gain 
of more than $600,000 over the month of July, 
1927. Winning cups were presented to A. E. 
Lafond, inspector; J. L. Desnoyers and J. A. 
Lepine, agents, at a banquet held at the Queens 
Hotel, Montreal. 


Bankers National Life Changes 
Colonel Harry G. Austin, who has been vice- 
president and treasurer of the Bankers National 
Life Insurance Company of Jersey City, has re- 
signed as treasurer and James M. Webb, assist- 
ant secretary, has been elected treasurer and as- 
sistant secretary. Colonel Aust:n has gone to 
Chicago where he will supervise the Middle 
Western States, succeeding William McCallum, 
former division chief, who has gone to Denver 
as superintendent of agencies. The agencies in 
Chicago will report to the Chicago division of- 
fice, but the remaining agencies in that terri- 

tory will report directly to the home office. 


Ontario Equitable Life increases Capital 

Toronto, Can., August Z1—The Ontario 
Equitable Life and Accident Insurance Com- 
pany, of Toronto, is increasing its capital from 
37,500 shares to 52,500 shares. Present stock- 
holders are offered one new share at $112.50, for 
each four shares now held. The company now 
has 1500 shareholders in Canada and Newfound- 
land. 


Jefferson Standard’s New Publication 

“The Jeffax” is the name of a new monthly 
publication of the Jefferson Standard Life In- 
surance Company of Greensboro, N. C. The 
first issue is well printed and profusely illus- 
trated. The editors are Karl Lung, Jr., and 
H. G. Mitchell. 


Imperial Life Office Building 
Toronto, CAn., August 18—An addition is 
planned to the head office of the Imperial Life 
Assurance Company. It will be at the rear of 
the present building, and may extend through to 
a frontage on Yonge street, where an old build- 
ing is now being wrecked. 
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THE BOURSE PHILADELPHIA sae PRICES: — 
i oe ee 
100 = nia Biss oid SGie Dae Sis ae wm ee soii ay 
DONALD F. CAMPBELL L. A. GLOVER & CO. 1,000“ SI see 
eR, S| icdiaacea eierehesie stele Saisereiers A 
CONSULTING ACTUARY Consulting Actuaries, Life Insurance MG = siasavetsieisiereisioiels wisiciesceccisistece 750.00 


sctici Orders tor single copies must be prepaid. 
160 No. LA SALLE ST. Telephone State 7298 Accountants, Statisticians ‘ 
Please remit by money order or bank draft 

















































































































CHICAGO 128 North Wells Street, Chicago on New York, to avoid exchange charges. 
° _— THE SPECTATOR COMPANY 
i CHICAGO NEW YORK 
JAMES H._ WASHBURN, F. A. I. A. JAMES R. COTHRAN 
onsulting ctuary 
LIFE INSURANCE — Ordi : 
oo. eeeneet and gre ig aemeng es Consulting Actuary 
Expert Advice on Sonsaniinc Moai and 306 Candler Building . bili fA bil U 
aT Ly ATLANTA, GA Liability of Automobile Users 
KC © 
Room 101 Memorial Bldg., Nashville, Roce: for Personal Injury 
sieaow neem iety of Ameri 
Pelee’ American “Institute ot Actuasion, By Clayton G. Hale 
HAIGHT, DAVIS & HAIGHT, Inc utetremerio” 
Consulting Actuarie s . " Associate, Acvuarial Society of America. A new booklet for distribution 
FRANK J. HAIGHT, Presi PIPE & ALLEN among large users of automobiles, 
INDIANAPCLIS 1711-1712 Menno atteS Bid Termto, Ont as an unusual and effective sales 
= = a document for Automobile Liability 
Omaha Kansas City T lati Insurance. 
3 
ransiatioxrs PRICES 
Single copy, 50 cents 
H. J. WERDE : . 
SAMUEL BARNETT Pee we 12 —. ree 50 ones. Le 
from English, German, French, Spanish, Stalian, 25 . ++ 8.75 100 -- 30.00 
CONSULTING ACTUARY on and Norwegian into Gerzan and 
INSURANCE LAWYER nee 20 years insurance experience THE SPECTATOR COMPANY 
FIRE AND MARINE WORK 
1131 Candler Bldg. ATLANTA, GA. 80 MAIDEN LANE, ROOM 1801 JOHN 2484 CHICAGO NEW YORK 
Ask for Rate Card 













































































August 23, 1928 


THE SFECTATOR 


Industrial 
Insurance Section 








Three Philadelphia Blind Agents Carry On 


Despite Handicap 


agency of the AZtna Life in Philadelphia 

are three men who do not know the mean- 
ing of the word handicap or, if they do know 
its meaning, refuse to add it to their vocabu- 
lary. 

They are H. Griffith Robbins, Harry E. 
Keefrider and David Silverman. David is the 
stenographer for Henry Robbins. They are 
all blind. Robbins is partially sighted. 

And yet Robbins and Keefrider, while not 
world beaters, are two of the most reliable 
agents of the agency. 

They refuse to recognize their handicap. 
They do not ask for sympathy. Nor do they 
want it. 

In talking to them, especially to Keefrider, 
one forgets that they are blind. Keefrider is 
up to the minute in the latest developments both 
in insurance and in the events of the day. It 
is only when you see him fumble for a match 
to light a cigarette that you are recalled to the 
fact that he is blind. 

Agents, who bemoan the lack of prospects, 
who talk of bad times and spend a great part 
of their time wondering where they can get 
business, can get an inspiration from these two 
men. 

Keefrider lost his sight from shellfire at 
Montfaleon while with the 79th Division in 
their drive through the Argonne forest. He 
underwent eleven major operations to restore 
the bone structure in his face and give him 
partial use of his left arm. 

And despite all this, he acts even as you and 
I. He has accepted his misfortune as a mat- 
ter of course and has refused to allow it to 
handicap him, 

Robbins refuses to accept the fact that he is 
blind. He tells you that he is partially sighted. 
True, he can see well enough to navigate and he 
can see a general outline of you if you are 
close to him. 


[: one of the many little offices of the Harper 


Both men have chosen life insurance as their 
life work. They go at it as the average agent 
does. They do not ask for policies simply be- 
cause they are blind but simply on the basis of 
having sold their prospect life insurance. 

Their methods of salesmanship differ, how- 
ever. 

Robbins is a graduate of the Pennsylvania 
Institute for the Blind. He started when he 
was six years old and was a student for 13 years, 
On his graduation, he went to the Wharton 
School, where he studied life insurance under 
Dr. Huebner. To pay for his tuition, he sold 
magazines during the summer vacation months. 
In so doing, he acquired the essentials of sales- 
manship. One of his customers was W. R. 
Harper, general agent of the Aftna. To Mr. 
Harper he confided his desire to become a life 
insurance agent and Mr. Harper encouraged 
him. Robbins finished his course at the Whar- 
ton School and became a life insurance agent. 


By E. S. Banks 


He is now entering his fifth year in the busi- 
ness and his yearly production is about $250,- 
900. In his first year in the business, he paid 
for $112,000. 

Robbins uses the Braille system. His rate 
book is in Braille as well as his records. 

When he entered the life insurance profes- 
sion, he called on the people he had sold maga- 
zines. They were his first prospects. He 
always begins by telling his prospect that he 
represents the AZtna Life. If he knows nothing 
about the prospect, he begins by talking about 
a life income policy. Then, when he obtains 
information about the man, he suggests a life 
insurance program that he believes will fit the 
man’s needs. 

All of his talks are illustrated. That is, his 
data is in Braille and he shows it to the pros- 
pect as he goes along in his sales talk. 

Keefrider, on the other hand, takes an active 
interest in the political, social and church affairs 
of his neighborhood. He broke into the gen- 
eral insurance business first. One day one of 
his clients insisted that he place a life policy for 
him. Keefrider visited the Aitna agency, where 
Assistant General Agent Gilmartin persuaded 
him to become a full-time life insurance agent 
instead. Keefrider’s average production is 
$250,000 a year. 

He tells you that he knows little Braille, just 
enough to let him play cards. He is an in- 
veterate poker player. 

He also tells you that he has an assistant 
who leads him around and who reads the rate 
book for him. This assistant also keeps all of 
his records which are in regular writing. 

Keefrider lives in Stonehurst, Delaware 
county, just outside of Philadelphia. As has 
been said before, he is very active in the affairs 
of the neighborhood. He is one of its leading 
spirits. No one thinks of his blindness, for he 
forgets it and causes everyone else to forget it. 

By taking an active part in politics, church 
affairs and the social life of the district, he 
makes friends of the residents of the section 
and then he sells them life insurance. And, 
of course, he uses the chain system of writ- 
ing their friends, etc. 

He has no set sales talk, no particular policy 
that he harps on. He first ascertains all the in- 
formation he can about his prospect and then 
he maps out a program for that particular man 
and then fits his sales talk accordingly. 

Silverman, who was a classmate of Robbins at 
the Pennsylvania Institute for the Blind, is now 
Robbins’ secretary. He, too, uses the Braille 
system. And he tells you that in his spare 
time, which is very limited, he also sells life 
insurance. Someday he may join Robbins and 
Keefrider as a fuli-fledged life insurance agent. 

So, if things are breaking bad for you and 
business isn’t all you think it should be, just 
think of the story of these two blind men who 
refuse to let their blindness be a handicap to 
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them and be inspired by them just as the agents 
in the Harper agency of the A‘tna Life in 
Philadelphia are. 


PRUDENTIAL NOTES 
Abraham I. Glasser Gets Quick Promotion 

A new assistant superintendent has been in- 
stalled at the Pittsburgh Number 3-Homestead, 
Penna., office of the Prudential Insurance Com- 
pany of America, in the person of Abraham I. 
Glasser, who has served the company as an 
agent less than a year, but whose rapid devel- 
opment was justly recognized when the vacancy 
occurred. He is assuming charge of an office 
located in the heart of a prosperous section, 
and has an unusual opportunity to continue the 
methods he so profitably used as an agent. 

The appointment of Louis H. David as as- 
sistant superintendent at Johnstown was also 
made recently, the growth of the business neces- 
sitating the creation of an additional assistancy 
staff. Mr. David had been a successful agent 
since his assignment less than two years ago. 

Assistant Superintendent Bertram B. Stevens, 
of Hollidaysburg, Penna., has been credited with 
the issue of a wholesale case, covering the lives 
of a firm with offices in that city. 

Edson N. Severn, who entered the service of 
the company on March 15, 1926, as an agent, 
at Olean, N. Y., has been promoted to be an 
assistant superintendent in the same district. 

Andrew A. Turk, who entered the service of 
the company on October 8, 1923, as an agent in 
the Waverly assistancy, detached from the 
Ithaca, N. Y., district, has been promoted to be 
an assistant superintendent to operate in Ithaca 
proper. 


RAPID PROGRESS 


The service which the Massa- 
chusetts Mutual has rendered to 
its policyholders and representa- 
tives is reflected in the Company’s 
rapidly increasing business. Mean- 
while there has been no deviation 
from the sterling principles for 
which this organization has been 
noted during the past seventy- 
seven years. 


Massachusetts Mutual Life 


Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and a Half 
of Insurance in Force 
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Defends Change in Section 97 
(Concluded from page 7) 


ments are necessary now to meet changed con- 
ditions, some of which are listed in the memo- 
randum. 


No CHARGE IN CoMMISSION SCHEDULES 

As a result of circular letters sent out by the 
department, Mr. Beha says, the returns indicate 
that the proposed amendments require practi- 
cally no change in commission schedules and 
that agency contracts in nearly all cases can re- 
main as they are. He adds that the department 
had decided to withdraw its recommendation 
that the collection fee of 3 per cent be reduced. 
He sets forth the eight principal objects of the 
proposed amendments as outlined in his 1928 
preliminary report and also answers the objec- 
tions of the Underwriters’ committee. He states 
that the Insurance Department firmly believes 
that it is its duty to take the necessary steps for 
removing the artificial legal obstacles to a safe 
and proper reduction in premium rates, and he 
stresses the danger of a rating law for insur- 
ance unless the acquisition expenses are kept 
down to at least the present level. He says that 
the tendency in other lines of the insurance 
business is to place in the hands of the Super- 
intendent of Insurance authority to regulate 
rates and, incidentally, acquisition expenses, and 
he wishes to avoid such a situation in the life 
insurance field. 

Mr. Beha quotes extracts from several news- 
paper articles and explains in connection with 
one of these that it is his opinion that the pro- 
posed amendments would not require any reduc- 
tion in the commission schedules or other com- 
pensation to agents of an economically managed 
company. Figures furnished by companies, he 
says, substantiate this opinion. 

The department, he says, opposes any increase 
in acquisition expenses but, unfortunately, certain 
improper tendencies noted in the insurance field, 
if left unchecked, will lead to such an increase 
and a tendency has been noted on the part of 
a tew companies to pay items of expenses which 
are not called commissions but which, in fact, 
are compensation for securing new business. 


TENDENCIES TOWARDS EXTRAVAGANCE 
Improper tendencies towards extravagance 
have begun to creep into the life insurance busi- 
ness, he says, and this is apparent not only from 
the official report on examinations made by the 
Insurance Department, but also from the state- 
ments made by various company officials at the 
hearings and on other occasions. The state- 
ments of company officials along this line are 
quoted in the memorandum. 

The proposed amendments and their possible 
consequences have been carefully and deliber- 
ately considered, says Mr. Beha, from the point 
of view of the publ.c, the companies, the agents 
and the department. If their adoption should 
be delayed or blocked, some amendments to the 
law, obviously, would still be necessary. In such 
an event, the changes would doubtless be in the 
nature of piecemeal legislation which might cre- 
ate unforeseen difficulties and confusion. 

The provisions of the law which operate to re- 
quire adequate premiums for life insurance have 
been retained and strengthened in the proposed 


amendments, he says. Under a new subdivision 
of Section 97 companies are prohibited from is- 
suing “any policy that shall not appear to be 
self-supporting on reasonable assumptions as to 
interest, mortality and expense.” He says there 
is no sound basis for the opposition of the Life 
Underwriters to the American Men Ultimate 
Table and that the statements of actuaries, as 
quoted in the Underwriters’ brief, were made 
nine or ten years ago, with one exception. An 
extract is quoted from a letter of Henry Moir, 
in which he states that the agency opposition to 
this change in the law quoted the opinions of 
actuaries that were given in 1919; that, person- 
ally, for reasons therein stated, he opposed 
the adoption of the American Men Table at that 
time, but that the ten years that have elapsed 
since then have given us a knowledge of condi- 
tions of life that have changed the opinion of 
nearly every actuary who expressed one in 1919. 
The opinions of other prominent actuaries to 
the same effect are quoted in the memorandum 
There is as large a margin of safety in the 
American Men Ultimate Table to-day, says Mr. 
Beha, as there was in the American Experience 
Table at the time it was first adopted and for 
many years thereafter. This statement is sub- 
stantiated, he says, by the opinions of actuaries 
quoted in the memorandum and that no actuary 
or company official has appeared in opposition 
to the American Men Ultimate Table at any of 
the hearings. 


T. M. BALDWIN’S REPORT 
Recommends Unlicensed Legislation for 
District of Columbia 
Wasuincton, D. C., August 22.—Legislation 
to curb the activities of unlicensed insurance 
companies transacting business by and 
offering protection at low premiums but with- 
holding claim adjustments on the slightest pro- 
vocation is advocated by Thomas M. Baldwin, 
Jr., Superintendent of Insurance of the District 
of Columbia, in his annual report just submitted 
to the District Commissioners. A 
dent agent’s law is recommended to deal with 
the situation which the superintendent outlines. 


mail 


resi- 


“A number of these concerns offer protection 
at ridiculously low premiums,” Mr. Baldwin de- 
clared, ‘and yet when it comes to adjustment of 
claims payment is withheld for the most triv:al 


reason. The public should be warned against 


some of these insurers who are operating in 
many cases for the benefit only of the get-rich- 
quick promoters. This practice of transacting 
business by mail has become so general in the 
United States that the national convention of 
Insurance Commissioners has selected a commit- 
tee to wait upon the Postmaster General for 
some suggested relief.” 

Mr. Baldwin also discussed the claims of in- 
surance companies that lower fire insurance pre- 
miums in the District would cause them to lose 
money, pointing out in his report that fire in- 
surance premiums collected in the District in 
1927 totaled $2,591,868, of which only $752,533, 
or 29.3 per cent, was paid out in losses. These 
figures disproved the claims of the companies, 
he asserted. Insurance written in the District 
of Columbia in 1927, exclusive of casualty, 
totaled $2,616,315,630 and 479 companies and 
associations were licensed, as against 457 in 
1926. Expenses of the insurance department 
totaled $19,414. Insurance premiums collected 
last year totaled $24,333,109, of which $7,108,- 
371 was paid out in losses. Stock life and mu- 
tual companies and associations accounted for 
$15,390,889 in premiums and paid losses totaling 
$3,786,730. Casualty companies collected $2,- 
866,285 in premiums and paid out $1,134,612. 
License fees and taxes collected from insurance 
companies, agents and solicitors amounted to 
$329,127. 











WANTED 
DISTRICT MANAGER 


A distinctive, rapidly growing, 
Midwestern Accident and Health 
Company (now featuring a non- 
cancellable policy), wants to put 
out a few more District Managers 
in Michigan, Indiana, Illinois, Mis-: 
souri, Pennsylvania and California. 


Salary and commission. Direct 
home office connections await right 
parties. Inquiries strictly con- 
fidential. 


Address H. J. S., care of 
The Spectator Company 





























rights. 





| Scranton- Pittsburgh, Pa 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 
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THE PURITAN LIFE THE CONSERVATION OF HUMAN LIFE—THE NA- 


ot PROVIDENCE, R. I. TION’S GREATEST ASSET—IS FULLY DISCUSSED IN 


Operates in just two states, Rhode Island and Cona- HE ALTH & WEALTH 
necticut. Non-Participating insurance. Extra inter- 
est dividend granted under settlement options. No ee ee re aN ee 


double indemnity. No monthly Income in event of E ces of World Health 
disability. Waiver of premium only. Company’s a a ee 

practice makes new benefits retroactive for old policy- By Louis I. Dublin, Ph.D. 

holders so far as possible. Agents contracts upon Statistician, The Metropolitan Life Insurance Company 


salarv basis direct with company ; , : ta are es 
e The eminent investigator and statistician named, in this entertaining 
































a al ss OOS and informative volume of 361 pages presents the results of years of 
study regarding the losses through sickness and death, and also 
describes measures and movement instituted to counteract such 

WE WANT MEN in losses. The principal topics treated are shown by the following chap- 
ter titles: 
—men who are self-con- OHIO 
fident— INDIANA The Economics of World Health 
—men who are morally KENTUCKY The Cost of Medical Service 
dependable— MICHIGAN What It Costs to Neglect Our Children 
h fi WEST VIRGINIA The Problem of Heart Disease 
—— wae bl man PENNSYLVANIA The Problem of Tuberculosis 
Say eee TEXAS The Chance of Death from Cancer 
—men who are anxious OKLAHOMA The Problem of Old Age 
to accomplish results— CALIFORNIA The Great American Family 
—men who are open to Partnership-basis ILLINOIS On the True Rate of Natural Increase 
Agencies IOWA Birth Control and the Population Question 
; The Education of Women for Home-Making and Careers 
LIFE HEALTH ACCIDENT Life, Death, ~_— the Negro 
Health of the crkers 
THE OHIO STATE LIFE INSURANCE COMPANY Te & ot wm te I Has Prohibition Improved the Public Health? 
Columbus, Ohio first letter—Time is The Possibility of Extending Human Life 
Standard Sub-Standard Super-Standard ee This work is a valuable one for insurance men, physicians, public 
health workers and social workers. 



































ASL SS TE LE LT TNL ESE 2 


SOME DON’TS OF LIFE PRICE, $3 
ee THE SPECTATOR COMPANY 


By a series of “Don’ts’? Mr. Nash points out in this CHICAGO NEW YORK 
leaflet the many benefits to be derived from life insur- 
ance. There are several excellent answers to objections 
which will make the way easier fer the agent if properly 
distributed. Prices: Sample ccpy, 10 cents; 50 copies, 
$2.50; 100 copies, $4.50; 500 copies, $18.00; 1,000 copies, 























$30.00; 5,000 copies, $120.00; 10,000 copies, $225.00. -—-—------— 
THE SPECTATOR COMPANY S el 9 
INSURANCE EXCHANGE 135 WILLIAM STREET hat s—— 
CHICAGO NEW YORK pe — 

















cneadal pin’ spy 
oa Zt much, except “Down to Brass Tacks” 


N Ins C Bia 
0 RT H E RN N U RA N C E 0 : ! See insurance trade publications. This handy office- 


reference-book on Direct-Mai vertising for 
OF NEW YORK “i abe Phone che = 
83 MAIDEN LANE NEW YORK 


making ‘“‘direct hits” in the review columns of 





a long-felt want. To convince you that this is 
the book on business-building you have been 
looking for, here are excerpts from a few of the 
numerous reviews: | 





CELE 1lQQldda a, 


FIRE Pryce AGENCY BULLETIN: “ ‘Down to Brass I 
acks’ gets down to b tack: d sh hereby th: 
AU TOMOBIL LE the book is the result per poset paths a ‘ 


development. . . . It ought to be a popular little book 
among local agents. If it is not, then we shall miss\our 
confident guess.” 


: NATIONAL UNDERWRITER: “ - . In this book, 
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NS —————————— 
Admitted Assets Jan. 1, 1928 COMBINATION ! 

$7,775,789 38 ONTRACTS Hi] Mr. Miller charts out a Proper program. He takes up such | 
K ‘6 1” i subjects as the mailing list, the prospect, the letter, its form, ¢ 

H 3 IN Wij personalizing the message, adjusting the copy, mailing the 
R LI FE ‘ letter, etc. He gives many examples of direct-mail letters. | 
F E A E HEALTH N It is a very useful and constructive book written by a man - 

“who knows his subject.” 

THE STANDARD: ” Down to Brass Tacks,’ by Chauncey S. S. Miller, is beyond | 

L ACCIDENT ‘doubt the most complete and practical presentation of the value of Direct-Mail business- 

a getting campaigns for agents and brokers yet issued.” 
> ee 
v —PAYS— 
. a THE SPECTATOR COMPANY, 135. William Street, N. Y. City 
INSURANCECO P gpa 4g I enclose $2.85 for “DOWN TO BRASS TACKS”. I want to learn how Direct Mail 
Northern Life Building Vi an a can be used as a Business-Builder. 
SEATTLE, U.S.A. £ ee ‘Stee 
; a 
D.B. MORGAN | HOME OFFICE, SEATTLE, U.S.A. | moathiy Indemnities Add ey 

President Reliable Representatives Wanted § =| cicknege nr Accident wow we we eee ee ee 
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Notable Gain 
In Assets 


The Bankers Life Company in- 
creased its Total Admitted As- 
sets to more than $100,000,000 
in 1927. 


The Company’s exact total of 
Admitted Assets on December 
31, 1927, was $103,615,053.81, 
which was a gain of $12,901,- 
440.60 as compared to the total 
of Admitted Assets on Decem- 
ber 31, 1926. 


BANKERS LIFE COMPANY 


The Onward March Company 
GERARD S. NOLLEN, President 


Des Moines lowa 
































OVER 30 YEARS OF INSURANCE SERVICE 


SUN LIFE INSURANCE 
COMPANY OF AMERICA 


HOME OFFICE BALTIMORE, MARYLAND 


The most liberal Ordinary Policies from age 10 to 
age 60. Insurance on men and women. Many 
unique policies; liberal Annuity contracts; sub- 
standard service to our full-time agents. 


Industrial Insurance from birth to age 65. 


THE ONLY NON-PARTICIPATING COMPANY IN THE HISTORY 
OF AMERICAN LIFE INSURANCE TO PAY VOLUNTARY DIVI- 
DENDS ON NON-PARTICIPATING ORDINARY POLICIES 


ASSETS OVER $7,000,000 
INSURANCE IN FORCE OVER $83,000,000 

















NOW READY 
AN IMPORTANT NEW BOOK FOR LIFE 
UNDERWRITERS AND TRUST OFFICERS 


LIFE INSURANCE 
TRUSTS EXPLAINED 


By Herbert M. Olney 
Member of the New York Bar 
Trust Officer, Liberty National Bank and Trust Company 
in New York 


Life Insurance Trusts have already been estab- 
lished for sums running into the hundreds oi 
millions of dollars, and 


The Possibilities for New Business 
Are Enormous! 


The Life Insurance Trust is a common meeting 
ground for 


The Underwriter and the Trust 
Officer 


and the business of both can be promoted 
through the greater use of Insurance Trusts. 
Policyholders and their beneficiaries are like- 
wise very greatly benefited by the combined 
services rendered by 


Life Insurance and Corporate 
Trustees 


Every underwriter and trust officer should 
study Mr. Olney’s book, which contains the 
information needed by them for the develop- 
ment of the best service in adapting insurance 
to the needs of beneficiaries. 


The chapter titles are: General Explanation 
and Definitions; The Unfunded Insurance 
Trust; The Funded Life Insurance Trust; 
Matters of Trust Administration; Planning | 
the Trust; Trust Settlements Increase Useful- 
ness of Insurance. The General Policies for 
Cooperation adopted by the Life Underwriters’ 
Association of New York and the Corporate 
Fiduciaries Association of New York, are also 


given. 
Price $1. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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| Writing Casualty Insurance 
Fidelity and Surety Bonds 


M4 ‘ 
ga, NSTITUNONS 








AGN 
Home Office: DAVENPORT, IOWA 





























Essentially 
an Agency Company 


HE UNITED STATES FIDELITY and 
GUARANTY COMPANY, essentially an 
agency company, leads the field in volume of 
premiums written. For the first six months 
of this year gross premiums were at the rate 
of $48,000,000 annually. 
Over 8,000 agents are profiting by this 
steadily increasing business. You, too, can 
profit by it. 


UNITED STATES FIDELITY 
AND GUARANTY 
COMPANY 


Home Office: BALTIMORE, MARYLAND 





FIDELITY SURETY CASUALTY BURGLARY 
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Quests : 


How many Lincoln National 
Life Agents call Vice Presi- 
dent Walter Shepard, 
ee “Shep” and what of it? 


wees” 





(1) ALL of them. 


(2) The famous friendly LNL spirit 
helps make the work of the Lin- 
coln Life Agent pleasant, satis- 
factory, worth while. “Shep” 
sees to it! 


THE LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


“Its Name Indicates its Character” 
FORT WAYNE, INDIANA 
Insurance in force more than $550,000,000 


Answer: 














A POLICY YOU CAN SELL! 


Our Company offers complete protection 
$5,000 
ALL IN ONE POLICY 


Dip MOUS < 6 x5 oe cen eesdecteann 
Any accidental death.................0-. 
Certain accidental deaths................ 15,000 
Accident Benefits $50 per WEEK 
for fifty-two weeks. 
$25 per WEEK thereafter 
(non-cancellable) 
Disability Income, Waiver of 

Premiums, etc. } 
Also $5,000 “Preferred Risk” Policy—high value— 
low premiums; age 35, $19.91 per $1,000. Endow- 
ment age, 85—Juveniles, age 10 years and upward 
—Monthly Income—Non-medical. 
Insures and assures your client’s future and yours. 
Are you interested in an agency? Our Vice-Pres- 
ident, Eugene E. Reed, will tell you all about it. 
Write him direct—and directly. 


UNITED LIFE 
AND ACCIDENT INSURANCE CO. 


INQUIRE! 


Concord, 
New Hampshire 
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TWO HELPFUL BOOKS FOR UNDERWRITERS 


By FREDERICK L. HOFFMAN, LL.D. 
Consulting Statistician, The Prudential Insurance Company of America; Member American Seismo- 
logical Society; Fellow Member of The American Association for the Advancement of Science; Mem- 
ber Engineering Section, National Research Council; Member American Meteorological Society, etc. 


EARTHQUAKE HAZARDS AND 


INSURANCE 

(NOW READY) 
Now that earthquake insurance is being written by 
many fire insurance companies, the information 
given in the new book entitled EartHQuakKE Haz- 
ARDS AND INSURANCE, is of great and increasing in- 
terest to agents and others identified with companies 
writing such risks. 

Among the topics dealt with are Seismic Theor- 
ies: Data as to Earthquakes in various sections, in- 
cluding California, Montana, Oregon, The Eastern 
States, Japan, Great Britain, Porto Rico, Charleston, 
etc. Lists of earthquakes in recent years are pre- 
sented, and also chapters relating to Our Mobile 
Earth, The Theory of Earthquake Insurance, Earth- 
quake Insurance Practices, etc. 

EARTHQUAKE HAZARDS AND INSURANCE 
A book of 169 pages, contains the results of much 
research, and will prove a valuable aid to those seek- 
ing information upon this live subject. 


WINDSTORM AND TORNADO 
INSURANCE 


This excellent work covers its subject very fully 
and practically. It is invaluable for informing 
agents concerning 


WINDSTORMS AND TORNADOS 

and provides them with effective arguments to in- 
duce their clients to carry storm insurance on prop- 
erties located anywhere in the country. The eleven 
chapters discuss such subjects as Storms and their 
Occurrence; Causes of Storms; Typical Tornados; 
Destructive Storms; Wind and Hail Losses; 
Weather Bureau’s Tornado Records; Premium 
Rates; Experiences of Particular Companies; Tor- 
nado Insurance Experience; Cyclones and Hurri- 
canes, and Storm Experience by States. 


WINDSTORM AND TORNADO INSURANCE 


Contains 116 pages, including 20 illustrations, and is 
handsomely bound in full cloth. It will be found of 
exceptional service to companies and agents wish- 
ing to expand their windstorm insurance business. 
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PRICES PRICES 
Single Copy, $4.00 . Single Copy, $2.50 
12 Copies........ $45 50 Copies........ $170 12 Copies........ $28.50 50 Copies..... $106.25 
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2 Lafayette St. 


THE UNUSUAL PROGRESS 
OF THIS COMPANY, IS 
PERHAPS, THE BEST 


RECOMMENDATION OF 
THE CALIBRE OF SERV- 
ICE IT RENDERS. 


THE EQUITABLE CASUALTY 
AND SURETY COMPANY 


HAROLD R. CRONIN, President 
HAROLD SPIELBERG, Vice-Pres. and Gen. Mgr. 


Court Square Building 
New York City 




















38 








Field Annuals 


lnsurance Directories 


for 


Tennessee 
North Carolina 
South Carolina 
Virginia 


*Greater New York 

+New York State 
New Jersey 
Kentucky 


Texas 


*City and Suburban. 
fExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 
°, 0. BOX 617 LOUISVILLE, KY. 
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In Step With the Times 


During the foundation-laying period of life insurance, em- 
phasis was laid solely on family protection—the death 
aspect. Experience had not taught us that we had a 
wondrous economic instrument for the use of the living— 
that we are success-bringers as well as death-indemnifiers. 
Life insurance is steadily rising to its full use and oppor- 
tunity in this era of business development, and is showing 
itself as a strong right arm for the builders of business. 
Also it supports and helps to bring to completion, during 
his lifetime, the plans of the individual insurer. 


Penn Mutual representatives, through their training, re- 
ceive the new vision, thereby serving more effectively, with 
commensurate profit to themslves. We have places for men 
and women of industry, ambition, and ideals. 





Wm. A. Law, President 
Wm. H. Kingsley, Vice President 
Hugh D. Hart, Vice President 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Founded 1847 


DISTRICT MANAGERS WANTED 


We have a few openings in’ West 
Virginia available to men who can 
qualify as organizers and personal 
producers. 

Direct Home Office contracts with 
top commissions and renewals, 
Openings at 
CHARLESTON HUNTINGTON 
CLARKSBURG WHEELING 


Write F, A. HICKS, Superintendent 


Guarantee Fund Life Association 


Omaha, Nebr. 
ORGANIZED 1901 


Largest Organization of ite Kind in America 



































GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Vriginia, Ohio, Kentucky, 
Tennessee, South Carolina, North Carolina, Georgia, Michi- 
gan, Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y. 





Equitable Life and Casualty Insurance Company 


OFFERS: The public the greatest value on the market including, Life time 
benefits—dividends—non- prorating and non-cancellable features— ed 
by a second to none claim paying reputation. 
To real producers, high first commissions, substantial renewals and bonus. 
Exceptional opportunity for district managers now in IIlinois, Kentucky, 
California, Colorado, Oklahoma and Indiana. 


360 North Michigan Ave., Chicago, Illinois 




















OPPORTUNITY! 


Desirable Territory Open for Gen- 
eral Agencies. Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 









































KEYSTONE INDEMNITY EXCHANGE 
PARTICIPATING AUTOMOBILE INSURANCE 


110 SOUTH 16th STREET, PHILADELPHIA, PA. 


LOCAL AGENTS WANTED 


FIRE, THEFT, COLLISION, PROPERTY DAMAGE, PUBLIC LIABILITY 











Address Home Office for Agency Connection 


= HAMPTON ROADS 
FIRE «» MARINE 
Insurance Company 


P. D. BAIN HENRY G. BARBEE 
Chairman of the Board President 




















GRAND RAPIDS. 


MICH. LABE os 
ww 10) - an oh 0) 9) as 


SHOWING ELABORATE DISPLAYS 





A NEW WORK 
CASUALTY INSURANCE 


By Clyde J. Crobaugh, M. A., and Amos E. Redding, B. S. 

All classes of Casualty Insurance thoroughly explained 
PARTICULARLY HELPFUL TO AGENTS AND BROKERS 
Advising them of the simplest ways of overcoming obstacles and difficulties, 

so as to enable them to 
INCREASE THEIR BUSINESS 

Covers Accident; Health; Plate Glass; Power Plant; Sprinkler Leakage; Water Damage; 
Automobile; Miscellaneous Public and Property Damage Liability; Professional (Mal- 
practice) ; Public Liability; Workmen’s Compensation; Employers’ Liability; Burglary 
and Robbery; Check Alteration and Forgery. 

Contains Review Questions, Policy Forms, Contracts, 

Riders, Endorsements, Rate Sheets and Manual Pages. 


775 pages, 6 x 9 inches. Price, §6.00 


THE SPECTATOR COMPANY 


CHICAGO Selling Agents NEW YORK 
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; THE BIGGER THE IOCK THE SAFER THE INCOME 


N, & E. FLORIDA 


R. F. Valentine, Manager, 
2152 Boulevard Place, 


Jacksonville, Fila. 


_OKLAHOMA 


J. Virgil Hoover, Manager, 
Good Openings for General — 30 Perrine Blde., 


Oklahoma City, Okla. 


S. W. FLORIDA é 
Wm. E. Hand, Manager, Agents in Maryland, New Jersey, 


114 West Magnolia St., 


Lakeland, Florida. 


SOUTHERN INDIANA 


Delaware, and Southeast 


MISSISSIPPI 
B. R. Kuykendall, Manager, 


Kirk & Walker, Managers, Virginia Delta Counties, 


215-16 Liberty Bank Bldg., 
New Albany, Indiana. 


MARYLAND 


Louis J. Myers, 


613 Court Square Bldg., 


Baltimore, Md. 
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Drew, Miss. 


FOR OTHER TERRITORY WRITE OR WIRE = - D- Ratlifi, Manager, 


Eastern Mississippi, 


Pythian Castle, 


INSURANCE COMPANY 
=. INDIANAPOLIS, INDIANA. 


Jackson, Miss. 


ESERVE LOAN LIFE 
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